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APPOINTMENTS & PROMOTIONS. 


Gas Salesmen, Showroom Attendants, and 
Manufacturers’ Representatives are in- 
vited to send information as to promotion 
or changes in appointment for publication 
under this ee 





‘NOTICES. 


“The GAS ; SALESMAN et 
is published eighteen times a 
year; and the following are the 
Prices : 

Annual Subscription 6s., post free, pay- 
able in advance. 

Single copies (by post) 43d. 

Purchase in Bulk for Distribution 
among Gas Service Staffs— 
— of each issue, 30s, plus carriage 


” ” 16s, ” 
8 ” ” 8s. ” 
l2 ” ” 4s. ” 


From October to the end of March, 
“The Gas Salesman’’ is pub- 
lished twice a month; from 
April to September, on the last 
Wednesday in each month. 

The Editor reserves to himself the 
right to delete from, or modify 
any, communications submitted 
—particularly those dealing 
with matters of a purely per- 
sonal nature. 


All communications 
addressed to 
WALTER KING, Ltd., 
“The Gas Salesman,”’ 
Il, Bolt Court, Fleet Street, 
London, E.C. 4. 


should be 





Telephone Number : CENTRAL 6055. 
elegrams : ‘* ASKING FLEET, LONDON.” 





Wednesday, May 5. 








EDITORIAL. 
Plain Speaking. 


WE have read, with more than ordi- 
nary interest, the address which Mr. 
}3 J. Scott, the Engineer and Manager 
of the Cowdenbeath Gas Company, 
delivered to the Scottish Circle at their 
March meeting (ante, p. 87), because 
what he had to say was divided into 
two thoughtful and engaging parts. 
In the first, there was admonition and 
advice to the members of the Circle; 
in the second, an account of the suc- 
cessful development policy practised 
by his Company. Mr. Scott has made 
a study of the Scottish Circle; he has 
read the papers and discussions, and 
the members heard what he thought 
of their proceedings. This is good, 
as it will set the members thinking 
how they can improve matters. But 
high esteem for the address does not 
mean that we agree that all in it is 
universally applicable. We know from 
experience that it is not. 

Mr. Scott told the members in his 
introductory statements that, as the 
result of attending their meeting's 
and reading their papers and discus- 
he is inclined to think they are 
not getting down to their work in a 
proper way. There appears to him to 
be a tendency towards complaining 
and discussing subjects outside the 
scope of the Circle. In his view, un- 
doubtedly the success of the Circle 
depends on how far the policy and sup- 
port of the management of undertak- 


sions, 


ings obtain in the development of 
sales, and equally the efficiency and 


proper organization of the Circle helps 
to develop the attention of the manage- 
ment towards a policy in the sales 
department. Mr. Scott has also ob- 
served a feeling of impatience, disap- 
pointment, and even grumbling among 
salesmen regarding the lack of push, 
policy, interest, and encouragement 


he 
be generally found that there is 
a sympathetic desire to meet the sales- 
men, but that the difficulty. is one of 
finance. 

Regarding this admonition, we have 
not seen, in the reports of meetings 
of the Circle, any prominent allusion 
to the foregoing matters. Gas sales- 
men are usually circumspect in the ex- 
pression of opinions. It is no part of 
their Circle proceedings to say any- 
thing which would cause them to fall 
foul of those who are their superior 
officers or of the administrators of 
the concerns they serve. But let us 
grant that there are in some cases 
feelings of ‘‘ impatience, disappoint- 
ment, and even grumbling ’’ among 
salesmen. We know from long ex- 
perience that there are—shall we say? 
—not a few instances in which finance 
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says, 


is not the only cause which produces 
such feelings. Ability in administra- 


tion and foresight play a not unim- 
portant part in the formulation of 
policy—just as important a part as fin- 
ance; and we are afraid that the want 
of those qualities more frequently than 
is desirable is not a negligible influence 
in producing sluggish progress, and 
consequently financial disadvantage to 
the undertaking. Many gas engineers 
have on their boards of directors and 
committees men of great ability and 
foresight; and they are happy in the 
headway they can make through that 
circumstance—like Mr. Scott at Cow- 
denbeath. But we have heard other 
engineers and managers say that their 
schemes for producing advance are 
turned-down by the administration 
because money has to be spent. We 
can conceive that the financial condi- 
tions of those undertakings will not 
improve, but will tend to become 
worse. In such cases, Mr. Scott’s 
reference to each undertaking having 
to deal with its own problems in fin- 
ance may have an increasing applica- 
bility through lethargy and want of 
enterprise when time has been oppor- 
tune. Enterprise would alter the fin- 
ancial position of certain backward 
concerns. We look round, and ask, 
Is it not true there are gas under- 
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takings which lack push? Is it not 
true there are gas undertakings still 
going along in the old ruts without 
any effort to conform their trading 
policy with current conditions, believ- 
ing that the old-fashioned ways are 
good enough? Where such circum- 
stances obtain, surely interest and en- 
couragement are absent; and_ the 
salesman (like the manager) is en- 
titled to feel aggrieved. Both interest 
and encouragement are important fac- 
tors in the work of a salesman. 

Our comment notwithstanding, -we 
agree with Mr. Scott that policy in 
public service must be determined by 
local conditions, and that it then lies 
with the salesman fo do the best pos- 
sible with it. But what the salesman 
complains of (where there is complaint) 
is the entire ignoring of modern ser- 
vice policy in some undertakings; and 
we can pardon his feelings when he 
sees how much better, more helpful, 
and more advanced is the policy in 
other undertakings—perhaps the one 
in the next gas-supply area. In such 
a case, it is not pleasant to have be- 
littling comparisons made which re- 
flect on the manager or salesman while 
truly chargeable to the administra- 
tion. 

The interpretation Mr. Scott gives 
to the objects of Salesmen’s Circles 
is, of course, correct. A Circle is, if 
not a ‘‘ training centre ’’ for salesmen, 
a centre where an exchange of know- 
ledge is obtained, where the compiling 
of facts, figures, and arguments relat- 
ine to the use of gas and gas appa- 
ratus is carried on—all of which are 
essential to the salesman who has to 
the consumer what best suits 
his requirements, and give him sound, 
simple facts of costs and_ utility. 
To Mr. Scott’s mind, the quoting of 
efficiencies and other technicalities are 
out of place, unless specially requested. 
But he admits that the salesman must 
equip himself with the latter informa- 
tion. We agree. It is more essential 
to-day than ever. That is why, in our 
opinion, it would be a pity to lower to 
an elementary standard the proceed- 
ings at the meetings of the Circles. 
A man who occupies the position of 
a gas salesman should have passed 
the rudimentary stage; and the Circles 





advise 


should be the means of amplifying 
knowledge. We want to see the 


standard of proceedings progressively 
raised. One reason is because of com- 
petition. Our electrical friends are not 
slow in quoting efficiencies. With the 
efficiencies at the consumer’s end—effi- 
ciencies actual hy pothetical—they 
try to ward-off not only the utilization 
efficiencies of gas, but gas manufac- 
turing efficiencies. We have heard 
electrical salesman at exhibitions quote 
efficiencies for gas utilization which 
have no identity with truth. Our gas 
salesman must be capable, and not 
slow, in dealing with such deception; 
and they may not be ‘‘ requested ’’ to 
do so, even by. people who have had 
electrical comparisons, but are not in 
the position to test their veracity, We 
think it must be left. to the discretion 
of. the gas salesman where and when 
he applies efficiegcies and other teehni- 


or 





calities. We can imagine that in a 
mining area like Cowdenbeath such 
application would not frequently be 
needed; but in a district where there 
are many professional and other edu- 
cated people, the knowledge and the 
application of it may be of supreme 
importance. 

The second part of the address deals 
with the facts of experience with a 
generous policy at Cowdenbeath, and 
an organization in the three districts 
into which the supply area is divided. 
We like the idea of having a respon- 
sible superintendent, with the mem- 
bers of his staff, resident in each 
area, SO as to be in contact with, and 
be known by, the people; also with 
office, showroom, and workshops com- 
plete for alland every service. Cowden- 
beath is a place where the local con- 
ditions have largely brought about the 
lines of policy; but despite coal avail- 
ability, there has, through the applied 
policy, been an expansion of business 
upon which Mr. Scott and his Direc- 
tors may be heartily congratulated. 
If any gas manager or salesman has 
missed reading these experiences, we 
advise him to turn to p. 88 of ‘‘ THE 
Gas SaLesman ”’ for March 31. 


J 
Percentage of Stoves on Hire. 
THERE are many ways in which gas 
salesmen can apply tests to ascertain, 
and keep records of, the progress that 
is being made in their work. One, 
of course, is the increase in total gas 
consumption. That is interesting, but 
not so much as a test (say) based on 
the average consumption per ordinary 
and per prepayment consumer. Calcu- 
lation made year by year on such a 
basis is an indication of the good and 
profitable work that is being done in in- 
creasing the sale of gas through exist- 
ing service pipes and meters, which 
business is often more profitable than 
that resulting from obtaining new con- 
sumers; but the new consumers extend 
the ground on which similar develop- 
ing work can be carried on. Another 
highly instructive test, if the data are 
kept going year by year, is ‘‘ the per- 
centage of stoves at rental to con- 
sumers.’’ Mr. F. J. Bradfield, the 
General Manager and Secretary of the 
Commercial Gas Company, publishes 
year by year a comparative analysis 
of the working results of the three 
Metropolitan Gas Companies and of 
four Suburban Gas Companies; and 
among the general statistics are figures 
referring to the percentage of stoves 


at rental to consumers. According to 
his tabulated statement, the South 


Suburban Gas Company had, at the 
end of last year, 116 stoves out on 
rental per 100 consumers; the South 
Metropolitan Company came next with 
111; the Wandsworth Company fol- 
lowed with 98; the Commercial Com- 
pany, with 96; the Brentford Com- 
pany, with 95; the Gas Light Com- 
pany, with 87; and the Tottenham 
Company, with 84. These figures are 
interesting; but of course, their posi- 
tions might be varied if we knew and 
added the number of stoves privately 
owned and those which are being ac- 


lp. 149. 


ee, 


quired on the hire-purchase system, 
Nevertheless, the percentage of stove 
at rental serves as a good index to pro. 
gress in the domestic heating busi. 
ness. Such statistics are worth pre. 
serving—not only for the interest the 


convey, but because they serve as an: 


incentive. How do other undertak. 
ings stand in this respect? Are there 
any in better case than the Metropol. 
tan Companies and the Suburban ones 
mentioned? Can any boast of a higher 
figure than the South Suburban Con. 
pany’s 1162 We know there has been 
a lively development in the fixing of 
stoves on hire during the past fey 
years. The first year of the publica. 
tion in the ‘‘Gas JourRNaL”’ of Mr, 
Bradfield’s tables was 1912; the dat 
being for the year 1ro11. The “ per. 
centage of stoves at rental to con 
sumers ’’ of the South Suburban Con. 
pany in that year was 85, as against 
116 for last year. The percentage of 
the South Metropolitan Company was 
then 88, as compared with rrr last 
year ; that of the Wandsworth Company 
was 88, and now 98; the Commercial 
Company then only had 62, as compared 
with 96 now. We have not the figur 
for the Brentford Company for 1911; 
but the Gas Light Company’s percent- 


age was then 68, as against 87 now; 
and the Tottenham Company then 
stood at 41, and now at 84. The com 


pilation shows how the stove-hiring 
business has increased, particularl 
having regard to the growth in th 
number of consumers. But, as pre 
viously remarked, the percentages art 
incomplete as representing the total 
percentage of stoves to consumers, in 
view of the unavoidable omission 0 
stoves on hire-purchase or _privatel 
owned. If any undertakings have 
made a complete canvass of their area, 
and can produce the percentage of 
total stove connections to consumers, 
we should be pleased to have them. 
Or if any undertaking can beat the 
South Suburban 116 on hire per 10 
consumers, we shall be glad to publish 
the information. It is good to have 
business rivalry in the matter of such 
records. They help to stimulate ener 
gies and to create new ideals. 








Personal. 


Mr. A. W. CuttincTon, of the Woking 
Gas Company, has been appointed Show- 
room ‘Manager to the Stroud Gas Ligh! 
and Coke Company. 

At a meeting of the South Wales-ané 
Monmouthshire Circle on March 25; Mr 
B. J. Bett, of Cardiff, the Secretary | 
the Circle, tendered his resignation of tt 
office, on account of pressure of business 
This was accepted with regret, and a vol 
of thanks was accorded him for his valu- 
able work since the inception of the Circ! 
Mr. R.-J. Wittiams, of Abertillery, his 
been elected Secretary. 


—_ 


B.C.G.A. District Conferences.—On Fri¢ 
next a short conference of the British om 
mercial Gas Association will be held at. Perit 
during the afterngon, following th: inaugure 
tion of the gas-works extensions in the _ 
ing. Two other conferences ve _ bet 
arranged—one at Buxton, on May 14, and u 
other at Wallasey, on May 18. Full details ¢ 
the proceedings at these conferet 
given in the ‘* Gas JournaL’’ for 
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It must not be forgotten that there is 
onsiderable radiation from coke stoves. 
for a surface temperature of only 200° 
fahr., radiation and convection from a 
woke stove are approximately equal. The 
ow radiating value of these stoves is due 
io the low rate of fuel consumption re- 
wired, rather than to any diminution of 
he radiation efficiency as compared with 
hat of open coal or coke fires. The radia- 
ion is less intense, but the radiating sur- 
ace is considerably extended, and_ its 
fiect in positions nearby allows a reduc- 


somfort. 


” 7 * 


In his Presidential Address before the 
Midland Association of Gas Engineers and 
Managers, Mr. F. C. Briggs, of Dudley, 
waid that in his district the maintenance of 
onsumers’ appliance in ‘efficient condition 
s considered to be of primary importance. 
\ scheme of regular attention at a small 


a failure, for few consumers would adopt 
the scheme. Free maintenance of all ap- 
pliances, whether on hire, hire-purchase, 
or the consumer’s own property, has now 
been adopted ; a charge being made for all 
materials used, such as mantles, glass- 
ware, &c. Parts of hire-purchase appara- 
tus proving defective during the hire- 
purchase period are replaced free. The 
scheme is successful; about 23 p.ct. of the 


sumers having adopted it. The principle 
of hire purchase rather than simple hire is 
favoured, and the hire list of cookers has 
been réduced to the two most popular sizes 
of each of two patterns; but an extensive 
list of cookers is offered on three or seven 
year terms. Practically all the appliances 
are fixed free within certain limits. The 
cost of free fixing, said Mr. Briggs, is 
balanced by the net profit on the appliance. 
It is a principle that this type of business 
should involve no financial loss. Working 
on these lines, the consumption of the 
Company has increased to over 276 mil- 
lion c.ft.—an increase of 38°8 p.ct.—and 
the consumers from 6788 to 10,103, since 
I9I4. 


* ” * 


In his presidential address before the 
Southern Association of Gas Engineers 
and Managers, Mr. R. Robertson, of 
Bristol, called attention to the growth of 
the Bristol Gas Company. It is interest- 
ing to note that the inauguration of the 
Corporation Electricity Department, in 
1893, marked the beginning of a definite 
acceleration in the growth both of the 
quantity of gas sold and of the num- 
ber of consumers. Between 1875 and 1893, 
the annual increment in the gas sold was 
42 million c.ft., and in the number of con- 
sumers 310. From 1893 to 1925 the figures 
were 67 million c.ft. and 1848 respectively. 
The moral is obvious. 
* * * 

The Bristol Company, by the way, are 
making special efforts to promote the local 
sales of coke. Last year 62,000 tons, or 
0 p.ct. of the total coke sold, was dis- 
posed of in Bristol. Of this amount, nearly 
10,000 tons were sold direct to small con- 
sumers for domestic use in 34 cwt. and 
lewt. lots. 

” 


* * 


As a result of the educational campaign 
launched to combat the smoke nuisance 
m London and the provincial centres, 
many schools have recently adopted 
Saseous heating. For example, Welling- 
ton’ College have installed, in the class- 
fooms, studies, and staff sitting-rooms, 
£as burning appliances which combine the 
theeriness and warmth of the coal fire 
with the advantages of a hygienic and per- 
fectly-ventilated system of heating by 
tadiation. The discomfort caused by. the 





ion in the room temperature needed for | during the winter seasons.” 


Jottings. 





smoke and soot of open coal-burning 

grates induced some school authorities to 

discontinue them in favour of closed 

anthracite stoves and electric heaters; but 

these have now been superseded by the 

latest type of injector-ventilator gas fire. 
* 


* ” 


The Principal of a well-known college 
in the South of England states: ‘* Gas 
stoves in our class-rooms have been a 


great boon to us. For many years we have 
been burning coal, and our rooms have 
received an exceptional amount of dust 
In a letter 


| to the suppliers, the head of St. Anne’s 


ixed charge was initiated ; but this proved | 


Dudley Company’s ordinary meter con- | 


School, Weymouth, writes: ‘‘ We have 
found these stoves a great convenience; 
and the saving in expense is considerable. 
The labour and dirt occasioned by the old 
coal fires have been done away with, and 
the temperature of the school-rooms is 
more easily regulated. We tried electric 
heaters, but the expense of these was 
ruinous—we find that gas heats efficiently 
and effectively at a fraction of the cost.” 
* * * 

At the end of last month new central 
showrooms of the Gas Light and Coke 
Company were opened at -Horseferry 
Road, and an illustrated description ap- 
peared in the ‘‘ Gas JourNAL ”’ for March 
31, p. 802. The photographs accompany- 
ing that account show how beautifully 
these showrooms are fitted up. In every 
detail the Company have studied the com- 
fort of their customers. A private tele- 
phone box for consumers’ use adjoins the 
reception lounge, which is complete with 


a writing table; and there is a private | 


pillar box—one of the most ornamental we 
have yet seen. The new premises are in- 
deed fitting ‘‘ headquarters ’’ showrooms 
for the British gas industry. 

* 


x * 


One or two interesting features of these 
showrooms may be mentioned here. One 
of the first points which impressed us was 
that all piping to fires, which are displayed 
in suitable surrounds, is out of sight, thus 
enhancing the general effect. Sectionaliza- 
tion of appliances is carried out, with the 
result that there is not the slightest sug- 
gestion of overcrowding, and the con- 
sumer is able to concentrate his or her 
attention on a single piece of apparatus 
with the greatest possible ease. One room 
is devoted to fires, another to cookers, 
another to hot water apparatus, and so 
on; and in each case the smaller fittings 
are neatly placed in corner cupboards. 
There is an hotel kitchen, and there is a 
white-tiled 


boiler room containing a 
Spencer- Bonecourt gas- heated boiler 


which serves for the heating of the show- 
rooms and at the same time is an out- 
standing example of the convenience, 
efficiency, and absolute cleanliness of such 
an installation. A series of model rooms 
—comprising a dining room, a library, a 
hall, a kitchen, and a bathroom—demon- 
strates with what excellent effect gas can 
be applied to lighting, heating, cooking, 
and water heating. 
- * 

Of eourse, it is impossible for every gas 
company to have showrooms as elaborate 
as those at Horseferry Road, nor, indeed, 
is it desirable. But, as Mr. H. H. Creasey 
remarked at this month’s meeting of: the 
Southern District (London Area) Circle, 
the general effect of a showroom is not de- 
pendent on size, for even a small display 
can be made attractive. This statement 
was made in the discussion which followed 
a paper by Mr. A. S. Stainer, of the Gas 
Light and Coke Company, on_ the 
‘* Branch Showroom.’’ In the same dis- 
cussion, Mr. H. S. Meade, also of the Gas 
Light and Coke Company, put forward 
the view that many consumers do not 


.enter showrooms unless they know the 


| Was 
| burners. 


| construction, 


prices of the appliances they require. This 
may be due to timidity; but whatever the 
cause, there is undoubtedly a great deal 
of truth in Mr. Meade’s contention that 
people ‘* buy from the window.”’ For this 
reason, full information should be given 
on the price tickets, which should be of 
uniform size and lettering, as is the case 
at the new showrooms at Horseferry 
Road. F 


* ” % 


‘* Showroom Practice’’ was the title of an 


interesting paper read before the West 
Riding of Yorkshire Circle by Mr. P. 


Shepherd, of the Leeds Corporation Gas 
Department, on March 17. He mentions 
that medical men are becoming enthusias- 
tic supporters. of gas for heating~in the 
sick-room, whereby a strictly regulated 
and constant temperature can be main- 
tained without any disturbance of thé 
patient. As evidence of this, a. Leeds 
specialist on chest complaints has installed 
gas fires in all his rooms. 
ful ** talking-point.”’ 
* 


This is a use- 


* + 


Mr. Shepherd states that in Leeds they 
allow a 10 p.ct. discount off the makers’ 
list-prices for cash transactions, whereas 
the full list-price is charged on the three 
years’ hire-purchase. ‘ To the average 
consumer,’’ he continues, ‘* this does not 
appear to be a big saving. They look upon 
this as a matter of 33 p.ct. per annum, 
but actually there is a saving of over 
72 p-ct. per annum for the consumer by 
paying cash down.’’ The author then fol- 
lows by a table of figures, proving his 
statement. This, of course, is only a 
matter of mathematical juggling on the 
part of the author. An appliance of the 
value of £12 list-price could be sold out- 
right for 410 16s. By the cash sale, then, 
the consumer saves £1 4s. All the argu- 
ment in the world will not alter this fact; 
and it seems to us a great pity to con- 
fuse a harassed housewife by a set of 
figures wholly unintelligible to her, and 
thereby induce her to pay cash. This does 
not seem to be the way to ensure the per- 
manent and wholehearted satisfaction of 
the consumer. 

* 


2. y 


In the course of the discussion which fol- 
lowed Mr. Shepherd’s paper, reference 
was made to price tickets. Mr. S. H. 
Packer, of Bradford, advocated separate 
tickets for cash, hire purchase, and hire. 
He suggested that at times it was advis- 
able to have a display of all cash prices, 
and at another time all hire purchase: Mr: 
Shepherd, in common with many others, 
does not share this view. He considers it 
advisable to give consumers all. the infor- 
mation possible. At Leeds they put on 
the tickets the cash; hire-purchase, and 
simple-hire prices. 

* 


7 * 


If all burners and appliances are of 
sound construction, said Mr. T. B. Armi- 
tage, of Cheltenham, in a paper before the 
Midlands this month, and have been 
fitted by competent workmen, there will 
be no necessity to send round maintenance 
men at very short intervals. Mr. Armitage 
referring, ofcourse, to domestic 
Frequent attention to burners 
installed in factories, public halls, shops, 
&c., is essential. He went.on to say that 
it should be the aim of all gas uridertak- 
ings to purchase only fittings of sound 
and to shun. the shoddy 


| goods. which have only cheapness im first 


| ture 


cost to recommend them. It is not enough 
for a gas company to say they have a sale 
for this class of goods. Were all gas con- 
cerns of one mind, and refrained from pur- 
chasing inferior fittings, their manufac- 


would soon cease. “Mr. Armitage 


| thinks that insufficient attention is paid to 


this important question. 
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An Elementary Treatise on Gas Lighting. 





For the Student Gas Salesman. 


[CoMMUNICATED. | 


(Continued from p. 83.) 


Owing to their robust constitution, 


polished metal and white enamelled iron | 


and steel reflectors (in the writer’s opinion 
the latter are usually preferable—for one 
thing they can be cleaned more easily) 
find their chief employment in factory and 
workshop lighting; and various types o! 
shallow and deep shades and reflectors 
are available. In some cases it is desir- 
able to spread the light over a relatively 
wide area—for example, a compositor’s 
bench—or, alternatively, to focus the 
light upon a small area—as, for instance, 
a watchmaker’s job of work. In the 
former case a somewhat shallow form ot 
metal reflector would probably be used; 
and there should be employed therewith 
a translucent globe or bulb to reduce the 
intrinsic brilliancy of the source, which 
would not be screened by the shade or re- 
flector, With a deep reflector, com- 
pletely screening the source from _ the 
worker’s eye, diffusing glassware, is, of 
course, unnecessary. In the 1921 Home 
Office Departmental Committee’s report, 
containing detailed recommendations in 
regard to industrial lighting, reference is 
made to shading lights adequately, so 
that no incandescent mantle is distin- 
guishable as such when viewed through 
the globe or shade. A novel type of in- 


dustrial lighting unit recently brought 
out by William Sugg & Co. makes use of 


a band reflector of white enamelled metal 
(see fig. 156); and the effect of a carefully 





Fig. 156.— Sugg’s ‘‘ Belvedere’’ Fitting. 


planned system of these units, as seen by 
the writer in a large machine shop, is dis- 
tinctly good—adequate light being directed 
on to the lathes, &c., and eye fatigue eli- 
minated by a sufficiency of light finding 
its way to the upper regions of the lofty 
shop. Enamelled metal reflectors are 
used to a great extent for outdoor lamps; 
and parabolic reflectors of either the same 
material or polished aluminium 


windows, and special focussing functions. 
But wherever conditions permit, translu- 
cent materials are much to be preferred 


to Opaque materials; and with glass there 














find | 
various uses—viz., for road signs, shop | 
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exist numerous opportunities to control 
| rehiection and refraction sc.entifically (par- 
ticularly is this the case with prismatic 
| glass). Moreover, one has a wide range 
oft choice as regards coicur, opacity, and 
finish. 

In common with globes, reflectors 
should give a complete diffusion and con- 
sequent soitening of light, which secures 
the elimination of glare, streaks, ana 
bright points; but they should go one long 
step further. Reflectors should give a 
better distribution of the rays; the strongest 
light being directed where the greatest 
illumination is required, thus securing in- 
creased illumination and economy. ‘These 
are the two primary objects claimed on be- 
half of ‘* Holophane ”’ reflectors, which 
certainly deserve the close attention of the 
gas industry. Very striking are some ol 
the results achieved by this firm’s bow] 
and band type refractors used with public 
street lamps to give an efficient lateral ex- 
tension of illumination, whereby the di- 
versity factor—i.e., the ratio of maximum 
to minimum illumination—is considerably 
reduced, enabling the provision of mini- 
mum illumination values well above those 
existing at present, even in the most 
brightly lighted streets. Fig. 157 shows 
the performance of a symmetrical bowl re- 
fractor, giving a symmetrical light distri- 
bution all round the unit, the maximum 
candle-power being given in a zone from 
70° to 80° from the vertical. Special re- 
fractors are available which concentrate 
the light rays in two or four directions, 
instead of symmetrically round the unit. 
One two-way type, non-axial (160°) bowl 
refractor, distributes the two main beams 
at an angle of 160° horizontally, the maxi- 
mum candle-power being given from 70° 
to 80° from the vertical in two directions. 
This type is therefore well suited for 
lamps installed at the side of the road and 
between street intersections. Another two- 
way type, axial (180°) bowl refractor, dis- 
tributes the two main beams at an angle 
180° horizontally, the maximum candle- 
power being given in the 70° to 80° zone, 
as before; and this accessory lends itself 
for employment with lamps placed in the 
centre of the road and between street in- 
tersections. The prism formation of the 
four-way go° bowl refractor is designed to 
concentrate the light rays in four direc- 
tions—every go° round the unit. The 
band type refractor gives a symmetrical 
distribution somewhat similar to that of 
the standard symmetrical bowl as shown 
in fig. 157, but it permits more light to 
be given directly under the units for the 
lighting of islands, crossings, &c. 

Now a globe is mainly a diffusing 
agent; a shade is primarily intended to 
screen the light source by intercepting 
its rays in a particular direction; and, :1s 
distinct from both, the principal function 

















Fig. 157.—Characteristic Candle-Power Distribution Curve as given by ‘‘ Holophane’’ 
Symmetrical Standard Bowl Type Refractors. 


(Intended for the illumination of relatively open areas.) 
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of a reflector is to redirect the inciden} 
light—usually sending it*into the lowe; 
hem.sphere, where it will be most useful, 
But in regard to the performance of re 
tlectors, the student must be clear on this 
point, Refiectors cannot increase the 
total output of light from a source—i.e, 
the mean spherical candle-power or tota| 
lumens; and, although they may increage 
the mean hemispherical intensity by re. 
flection, they diminish, just as with ordj. 
nary globes, the mean spherical intensity 
by absorption of part of the incident light, 
‘The loss by absorption in reflectors 
varies very much with the construction 
and the material forming the reflecting 
surface; and the reduction effected in the 
mean spherical intensity due to this source 
of loss generally varies from 5 to 25 pact, 
of its value without a reflector, though 
sometimes, due to bad reflecting surfaces, 
this loss may amount to as much as qo 
p-ct.’”. (Dr. Bloch.) The performance of 
a reflector depends, of course, very greatly 
upon its design and on the material of 
which it is made; and much care should 
be taken to select the right type of re. 
flector for a_ specific duty. Generally 
speaking, most requirements in the de. 
partment of indoor illumination can be 
met by one of three types of reflectors— 
viz., (a) those which give an extensive 
distribution, (b) those which provide an in. 
tensive distribution, and (c) those which 
concentrate the light vertically down. 
wards, exercising a focussing function (see 
typical photometric curves, figs. 151, 150, 
and 145 respectively). 

Silk fabrics may be employed with con. 
siderable decorative effect for shades 
which can be made readily to harmonize 
with any existing colour scheme; and in 
this respect a fabric is preferable to glass, 
though more perishable and less conve. 
nient for permanent use on a large scale. 
Fabric shades are far better suited to do 
mestic illumination than to larger installa. 
tions, since they usually possess very little 
directive power, and commonly entail the 
loss of much light. Writing on this matter 
in *“* The Art of Illumination,’’ the late 
Dr. Louis Bell expressed the opinion that 
the proportion of light cut off by such 
shades is generally over 50 p.ct., though 
the light is so much softened that the loss 
is not seriously felt in reading or in other 
occupations not taxing the eyes severely. 
Silk flounces, handkerchiefs, bell and bal- 
loon-shaped shades should have an under- 
lining of white silk to promote reflection 
into the lower hemisphere; and as, if of 
thick material, deeply coloured, they occa- 
sion a considerable reduction of light, it 
is preferable, in the writer’s opinion, to 
employ with them clear glass (not trans- 
lucent) cylinders. Again, it is desirable 
that some of the light should find its way 
to the ceiling—there to be diffusely re- 
flected. Therefore, flounces should either 
be left open at the top or else fitted with 
an opal disc. Bead fringes are sometimes 
used; but while looking very pretty, they 
usually fail completely to screen the 
mantle; and consequently it is dé sirable, 
if one wishes to eliminate bright points, 
that such shades should superimpose 4 
translucent cylinder. 

In practice it is found that the fune- 
tions of globes, shades, and reflectors fre- 
quently merge into each other or are com- 
bined in various ways. To exemplify this, 
a globe, while modifying the intrinsic 
brilliancy of a source, often increases the 
mean hemispherical candle-power, be- 
cause of the light which is redirected from 
the upper into the lower hemisphere; and 
a reflector, while promoting a more vs¢- 
ful distribution of light, may effectively 
remove all glare—both classes, globes and 
reflectors, acting in some measure 4 
shades or screens. The familiar ‘‘ bank 
shade (a truncated cone of opal glass, 
usually finished in green on the outside) 
acts partly as a reflector, throwing dow! 
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wards some of the light normally radiat- 
ing within the upper hemisphere, though 
rimarily intended to act as an eye-screen. 
As examples of combinations of globes 
and reflectors, mention may be made of 
(a) shallow enamelled iron reflectors, em- 
ploying frosted bulbs to shelter the mantle 
(as used for small local lights), and (b) 
shallow circular and hexagonal opal glass 
reflectors, employing partially or completely 
frosted globes (as used for medium and 
large general lighting units). Clear glass 
dlobes may be employed with either opal 





Pischssad’s “‘ Two-Point ” 
Geyser. 





Richmond’s ‘‘Two-Point”’ geyser meets 
a demand as result of the 
housing schemes and small dwellings 
being erected singly or in groups through- 
out the country. The ‘‘Two-Point”’ (fig. 1) 
provides small quantities of hot water con- 
tinuously at the scullery sink for general 
domestic use, while sufficient water for a 
hot bath is available at short notice. 

This geyser is usually fixed on a bracket 
near to the scullery sink (fig. 2). Two 
branch pipes are connected to the water 
outlet on top, one being run to the sink 
and fitted with a suitable tap, and the other 
to the bath, without any tap, where it 
serves not only to fill the bath with hot | 
water, but also as an air expansion pipe 
which ensures perfect safety in use. The 
only other requisite is a good gas supply 
(the geyser is rated at 70,000 B.Th.U. per 
hour), and an efficient flue attachment. 
The makers are emphatic on the necessity 


arising a 


| lighting to eliminate glare, and during re- 


or enamelled iron reflectors when the 
lamps are hung well above the line of 
vision ; but it is most desirable in interior 


cent years there has been a growng ten- 
dency to ‘‘ frost ’’ the lower portion (half 
to two-thirds) of globes used in conjunc- 
tion with reflectors.* With large units 
carrying pear-shaped globes (no reflectors) | 
a good thing to do is to provide the globe 
with a frosted central band on the line of | 


*This, of course, applies to indoor lighting. | 





for flue outlets on all their apparatus. 
In ordinary everyday use, the tap over 
the sink is left fully open ; and as hot water 
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vision of the mantles, leaving clear a top 
band and bottom region for the purpose of 
providing undiminished horizontal and 
vertical intensities. Much more could be 
written about this interesting and impor- 
tant study of globes and reflectors; but in 
ending this instalment, it is hoped that 
enough has been said to ensure for the 
student salesman an elementary concep- 
tion of the fundamental principles of a 
complex subject. 


(To be continued.) 











on the 
as with 
bath is 
the gas 


is wanted, the interlocking taps 
geyser are just turned on and off 
an ordinary bath When a 
required, the water is turned on, 
lighted, and the tap at the sink closed. 
This causes the hot water from the ** Two- 
Point’? geyser to flow upwards into the 
bath. A good bath usually takes ten to 
twelve minutes to fill with hot water ; and 
then it is only necessary to turn off the gas 
and water supplies at the geyser. 

The construction of the ‘* Two-Point ”’ 
is substantial and simple. The whole 
machine made of hard rolled copper, 
with the water surfaces heavily tinned. 
The interior heating chamber is easily re- 
moved by releasing one bolt. Besides 
its simplicity and durability, the ‘* Two- 
Point’ has the additional advantage of 
being extremely low in price. Full particu- 
lars may be obtained from the makers, 
the Richmond Gas Stove and Meter Com- 
pany, Ltd., of Warrington and London. 


geyser. 


is 





New Designs in Gas Fire 
Mantels. 


Of 


cerned with the equipment of new houses 


particular interest to those con- 


and housing schemes is a booklet on gas- 
fire mantels produced by R. & A. Main. 

In it illustratea new de- 
signs of mantels, pleasing in their sim- 
plicity, inexpensive to instal, and excellent 
in their performance as heating agents. 
Being supplied as complete suites, com- 
prising the fires, mantels, shelves, hearths, 
and curbs, these mantels cost considerably 
less than fires of equal efficiency with the 
mantels, hearths, and curbs as separate 
units. They are simple to fit, and can be 
built-in at a great saving of materials. 
No concrete hearth is required. 


is a series of 





The ‘‘lonic”’ Mantel. 


There is a wide range of designs in the 
one of which—the ‘ Ionic ’’—is 
illustrated. Each design can be supplied 
with either 5 or 7 radiant fires. 

Messrs. Main will be pleased to send 
‘copies of the booklet to anyone interested. 


series, 
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An Original Cookery Competition. 








The accompanying illustration is a 
photograph taken in the Lecture Hall of 
the Derby Gas Light and Coke Company, 
where this week Miss Ella Coy, Principal 
of the Derby School of Cookery, is demon- 
strating to consumers that a five-course 


dinner can be cooked with 13d. worth of 
an excellent achievement. 

Readers will notice the gas meter on the 
left of the cooker. By a clever arrange- 
ment a bell rings when 3d., 1d., and 13d. 
worth of gas have been consumed. 


gas— 








The Bergmann Osterberg College, Dartford. 








/ 











The Managers of the above College 
have recently reconstructed their kitchen, 
and installed new gas cooking apparatus 
to cater for about 300 persons per day. 
The cooking installation has been ex- 
tended and remodelled by the South Subur- 
ban Gas Company, who have supplied and 
erected all the new plant required to form 
a complete equipment. 

Our illustration ‘shows the principal 
section of ‘the cooking apparatus, which 





consists of one roasting oven, two large 
double-oven gas ranges, and a gas-heated 
fish frying range. In another section of 
the kitchen and service a gas-heated 
steamer, carving table, and tea water 
boilers are fixed. It is now possible to 
carry on the catering to the satisfaction of 
all concerned. 

All the new cooking plant is of 
Fletcher, Russell’s manufacture (Radia- 
tion, Ltd., Proprietors), and embodies the 
latest improvements. 








Films of the Gas Industry.—At a meeting of 
the Institution of Gas Engineers on April 14, 
a communication from the National Gas 
Council on the question of the exhibition of 
films re lating to the engineering features of 
the gas industry was considered; and it was 


reported that by the courtesy of Mr. C. S. 
Shapley, Engineer and General Manager of 
the City of Leeds Gas Department, and 
Messrs. West’s Gas Improvement Company, 
it would be possible to obtain the use of such 
| films. ° 


“ Challenge” Boilers. 





The Keith-Blackman gas-fired ‘‘ Chal- 
lenge ’’ boiler (for use on low-pressure gas 
supply) is a compact, efficient, sectional 
boiler, specially suitable for situations 
where large volumes of hot water are re. 
quired, such as in restaurants, for wash. 
ing-up and similar purposes, and where 
space is an important consideration. 

The boilers are made up of a larger or 
smaller number of sections, to meet re. 
quirements, and can be supplied in com. 
binations of one, two, three, and four 
heater sections and a top section, each 
heater section being capable of supplying 
approximately 40 gallons of water raised 
to (say) 140° Fahr. 





Three-Section Gas-Fired ‘‘ Challenge ” Boiler 


| 
| 
| Each section is provided with cleaning 
doors which afford ample facility for clean- 
ing the interior surfaces of all waterways. 
In the heater sections cross-tubes extend 
from front to back, and special burners are 
so arranged that high-intensity flames im- 
pinge directly on these tubes. The burners 
| and injectors are so designed as to give an 
unusually high amount of primary aera- 
tion and still be safe against lighting back 
when turned down, and each set of burners 
can be independently controlled, and is 
capable of consuming a maximum of 
about 100 ¢.ft. of gas per hour. 
Arrangements are made to prevent the 
products of combustion from the lower sets 
of burners interfering with the working of 
| the burners above, and means are provided 
| for carrying-off the water of condensation 
| from the various levels to a drain connec- 
tion in the base. 
A sensitive thermostat is usually fitted 
| which will operate within a difference of 
| 3° of temperature, and can be readily 


| adjusted for any temperature desired. 


= 





Geyser Competition. 


Competitors who have not yet forwarded 
their papers must do so promptly, in orde 
to reach the Editor not later than one 0! 

| the postal deliveries on Friday, April 30. 
There will be as little delay as possible 
in making the awards. Every paper has 
to be read through by each of the three 
judges—Mr. Horace Baldry, Mr. Samuel 
| B. Chandler, and Mr. H. H. Creasey, who 





will subsequently meet together for their 
final determination. The envelopes con- 
taining the names of the contributors will 
not be opened until after the awards are 
made. 
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A Meeting of this Circle was held at 
28, Grosvenor Gardens, S.W.1. In the 
absence of Mr. Stephen Lacey, the chair 
was taken by Mr. H. H. Creasry. Man- 
ager of the Special S« rvice Section of the 
Gas Light and Coke Company. 

The CHAIRMAN said they would all be 


glad to hear that their Secretary, Mr. 
|, C. Walker, who, as they knew, had 
been seriously ill, was _ recovering his | 


health, and hoped to be with them at their 

next meeting, which would be held on 

May 4. 

BRANCH OR LOCAL SHOWROOMS. 

By A. S Srainer, of the Gas Light 
and Coke Company. 


This paper was prepared while I was 


still on the staff cf the Brentford Com- 
pany, which is now amalgamated with 


the Gas Light and Coke Company. The 
latter Company has, of course, a wonder- 
ful organization, and its showrooms are 
models perfected in every detail. My 
duties lie in one of the smaller showrooms 
in the old Brentford area, and this paper 
will therefore have most meaning for 
those employed in like places, or with 
smaller companies in different parts of 
the country. 

Though much had been written on 
the manufacture, chemistry, and distribu- 
tion of gas, little had been done until a 
few to assist the showroom 
staf. The knowledge they acquired was 
usually assimilated through being more 


years ago 


makers’ catalogues. The more studious 
papers, or acquired their knowledge from 
text books. Happily, this attitude has 
hanged, though there is still room for 
improvement. Some companies have not 
yet realized the importance of properly 
fitted showrooms; others have them, but 
do not use them. 

Of course, we all know that the primary 
bject of a gas company is to manufac- 
; but surely it is also their duty 
to supply the best advice and the best ap- 
liances. ‘To-day is the age of efficiency 
and cleanliness ; and the old-fashioned ap- 
pliances of yesterday are being superseded 
by the more scientific apparatus of to- 
lay. Gas for all purposes is becoming 
more widely used. 


ture gas 


Gas undertakings must have real live 
showrooms, staffed by trained men. In 
my opinion, the showroom ought to be 
ne of the landmarks of the town, digni- 
fed but homely, and with a welcome in- 
itation to the most timid visitor. The 
verage showroom is not large enough to 
exhibit the numerous gas appliances to 
the best advantage, and in some cases is 
insufficiently staffed. It is interesting to 
hote in this respect that a movement advo- 
ated some time ago by the ‘* B.C.G.A.” 
lor the training and educative advance- 
ment of young salesmen is already bear- 
ing fruit. 

Window blinds are unnecessary. Let 
jour goods be on show night and day. 
“as stoves will not fade; and more sales 
‘ave resulted from a glance in a window 


Mt a Saturday or Sunday afternoon's 


Walk than is generally realized. The 
‘howroom—window included—should al- 


Nays have a tidy and fresh appearance. 
ntering, we should see at least one of 
“ery kind of apparatus, fixed as it would 
*when in general use. This is essen- 





} or 


or less in touch with the subject, and from | 


may perhaps have taken various technical | 








Southern District—London Area. 


tial, as it makes it simpler for the atten- 
dant to explain, and for the customer to 


follow. It is not good business to give a 
leaflet to a customer inquiring for a 


circulator, and show him the article in a 
medley of gasfittings. 

Gas fires should be prominent, and al- 
ways in a good working condition, never 
displaying dirty or broken fuel. A flexible 
tube cock should always be handy fo 
connecting rings, grillers, and hotplates. 
By this | do not mean a cock with a 
brass nozzle for rubber end connections, 
but one with a wing union nut, suitable 
for flexible tubing with light brass ends. 
The gas iron (of which little is known by 
the general public) is always worthy: of 
demonstration; also the coal fire lighter 
poker burner—an appliance of which 
the value has not yet been realized. The 
chief demand in the cooking line is for 
a stove on a stand, and with a plate-rack 
and enamelled back. All stoves should be 
raised from the ground by an enamelled 
stand, and this should be included in the 


hire. I think fewer people would require 
their cookers exchanged if this were 
done. 


Maintenance of appliances in the show- 
rooms is of great importance. Pendants 
and brackets can be kept fresh by the oc- 
casional application of an oily cloth. Thx 
burners should cleaned and adjusted 
every week, and any deposits on the out- 
side removed. Globes should be washed 
with warm soapy water. Comparison be- 
tween a globe thoroughly washed and on 
carelessly cleaned shows after six months’ 
use the advantage to be gained by th 
former method. ‘The latter globe is gener- 
ally of a pale brown appearance. 

Proper attention to cleaning of globes is 
more necessary with the new Vitreosil 
ware, this seems to absorb the heat 
and smoke more so than ordinary glass 
globes. The bowls and reflectors of semi- 
indirect fittings also call for special atten- 
tion if the efficiency of the light is to be 
maintained; and I find that a little 
** Scourine ”’? (which a kind of soap 
powder) on a damp swab is the best means 
of keeping these in perfect condition. 
Silk shades are excellent when fresh and 
new; but it is better to have no 
at all than one faded or shabby. 
same remark applies to showcards. 
that these are spotless. 


be 





as 


is 


shade 
The 
See 


Matches or tapers strewn about by care- 
less atiendants, or cigarette ends thrown 
into the fireplace by the public can be 
remedied by placing ash trays in con- 
venient places. It is then possible to con- 
vince your customer, without fear of 
criticism, that the. home tidier and 
cleaner when gas is used. 

Perhaps no other branch of the industry 
has suffered so much in the past from pub- 
lic prejudice as gas heating. From the 
numbers of fires that the various under- 
takings have sent out during the last two 
seasons, both on hire and purchase, it 
appears that the powers that be.in our 
industry have at last got over the barriers, 
and have established the advantages of 
the gas fire over other methods of heating. 
The usual excuse in favour of a coal fire 
seems to be the need for something to 
poke and the erroneous impression that 
gas costs more. These answer for them- 
selves. 

The general duties of the staff are more 
numerous at a branch showroom, where 


is 


they deal with all matters, including the | beginning of years of association. 
payment of accounts, counter work, &e., | 


B.C.G.A. Gas Salesmen’s Circles. 


than in the showroom at the head office or 
works, where the 
talized. 


work is departmen- 
It is essential, of course, not only to be 
in communication with the chief 
office, but to be able to get through with- 
vut delay to the various departments. 
Nothing is’ more annoying to the cus- 
tomer than to be kept waiting while in- 
quiries are being made It is always mort 
satisfactory: to the consumer if the matter 
settled without to the chief 
someone else’s attendance. Of 
course, such matters as disputed accounts 
and quotations, &c., are beyond the duties 
of the showroom staff, and must be re- 
ferred to the district inspector. 

The work is facilitated when the show- 
room and depot are 
work in conjunction, Queries can 
settled, and estimates or other appoint- 
ments made immediately when _ the 
man and district staff are at hand. 
saves postal delays. 


direct 


is reference 
office for 


together, and can 


be 


fore- 
This 
A properly-conducted 
showroom must lighten the burden of all 
departments, especially the inspectors’. 
the showroom should carry a sufficient 
stock of fittings, burners, globes, rings, 
and sundries for immediate delivery, 
while the larger appliances such as stoves, 
geysers, boilers, &c., should be supplied 
trom the chief depot or issue department, 
where a should be 
ready for dispatch at short notice. The 
attendant should see that he does not take 
an order for anything unless it is in stock, 
or delivery can be promised within a 
reasonable time. In cases where special 
appliances have to be ordered from the 
makers, the customer should be told that 
no definite promise can be 
livery. This 


1 - - 
large reserve stock 


giv en for de- 


avoids unnecessary future 
calls or correspondence on the matter. 
Daily co-ordination between the chief 


stores or issue department and the show- 


room regarding appliances on hire is 
necessary for successful business. 

After the good work done by the 
‘* B.G.C.A.”" and some of the leading 


stove makers through the medium of the 
Press, the showroom should be the chief 
ulvertising medium of the gas _ under- 
‘The goods should be set out artis- 
and not crowded or lined up like 
section of recruits. Appliances should 
be in working condition, and complete. 
Nothing is more annoying and detrimental 
to the than to find that the burner 
‘lights back”? or that a part has been 
borrowed. 


taking. 
tically, 
a 


sale 


lo create a desire in the mind of thi 
public to purchase our goods, it is neces- 


iry to arouse their interest or curiosity 
from the outside, by means of our win- 
dow displays. I do not intend to dwell 
on this particular subject, as it has been 
dealt with so often of late; but in passing 
I would like to voice my opinion that the 
window should changed every fort- 
night, and the same articles should not 
appear on two successive occasions. One 
or two. specialities better an 
assortment. The hotplates and _ grillers 
must not be covered with tin kettles and 
pots—one or two here and there on a 
stove enhance the appearance; but if one 
is put on every burner, you are covering 
the apparatus you are trying to sell. 

The showroom of 


be 


are than 


and 


to-day, more 
especially of the future, is and will be a 
very important department.of the gas 


undertakings. After all, it is not like any 
ordinary store, where a purchaser comes 
to-day and is not seen again. The first 
visit to a gas showroom is perhaps the 
The 


impression made by the company’s repre- 
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sentative on that occasion is one made for 
the company. 

It is surely essential then that the staff 
should be etficient, not only in manners, 
but in the knowledge of the great indus- 
try of which they constitute one of the 
necessary units. The attendant should 
make practical experiments, and obtain 
a wider view of the gas industry, by be- 
coming a member of some gas association 
which enables him to visit other com- 
panies’ showrooms and works. 

In conclusion, I would say that a little 
time after business hours occasionally de- 
voted to any of the subjects appertaining 
tu the industry is not wasted. Remember, 
‘* knowledge is power.”’ 

Discussion. 

The CHAIRMAN observed that it was  per- 
haps too much to say that the showrooms of 
the Gas Light and Coke Company—or, tor 
that matter, any other under- 
tucxing—were perfect in every Great 
had been made, however, since the 
Wnea apparatus was displayed without 
Mr. Siainer had suggested that the gas 
showrooms should be a landmark of the town, 
fhe Gas Light and Coke Company had en- 
deavoured to put this ideal into practice, and 
had tried to their 
efforts. Lhe general effect of a showroom was 
not dependeit on size, for even a small show- 


those ol gas 
aelall, 
progress 
days 


care, 


create local interest in 


room could be made attractive. Mr. Creasey 
remarked that an interesting point which 
could be discussed with advantage was 
whether it was preferable to have what he 
would term ** open windows, rather than 
closed window displays. ‘The question of 


maintenance of apparatus had been touched 
upon by Mr. Stainer, Well, no one would 
with him (the speaker) that, even 
though no maintenance system was in opera- 
tion on the district, all fittings and appliances 
exhibited in the showroom should be main- 
tained in a clean and highly efficient condi- 
tion, 


disagree 


The author had referred to the competi- 
tion of coal in the heating field. Regarding 
tais, Mr. Creasey suggested that members ot 
the Circle should study a paper on ‘* Domes- 
tic Heating’? read by Dr. Margaret Fishen- 
den at a meeting of the Royal Society ol 
Arts Feb. 24 last (see *‘ GAs JouRNAL ’ 
jor March 3). In the the discus- 
sion, perhaps the question of changing the 
window displays would be considered. 

Mr. E. L. OuGuron (South Suburban) said 
that when he was in the North of England 
they alternated their method of window dress- 
ing, so that at one time there would be closed 
displays, while at others the windows would 
be open and the effect would be gained by the 
general lay-out of the apparatus in the show- 

om itselt. He thought that at present there 
was a tendency to make gas showrooms too 
palatial. After all, how many gas consumers 
Not a large 


on 


course of 


possessed oak-panelled rooms? 
percentage, he thought. There ought to be 
sections in the showrooms where apparatus 
could be seen fitted in ordinary rooms having 
a homely atmosphere. ‘The gas industry owed 
the main to the small con- 
should be made to feel that his 
custom was valued, and should certainly not 
be overawed by too much grandeur. As to the 
necessity for trequent changes of the window 
displays, if there was no change it would soon 


its prosperity in 


sumer, who 


be discovered that people would cease to take 


any interest in the exhibits. By this time 
people knew the shape of a gas fire or a gas 
cooker; and unless such appliances were 
demonstrated in novel and attractive man- 


ner, gas undertaking would not reap the full 
benefit of their showrooms. Mr. Oughton re- 
marked that showrooms either made or marred 
the reputation of a They 
stituted the connecting link between the under- 
king and its 


,as concern. 





con- 


tak 





customers ; 
essential that all 
treated with 
troubles solved efficiently. 


and consequently 
who visited them 
courtesy, and their 
The organization 


b 
lt Was 


should be 


should be such that the showroom manager 
was able to tell. consumers definitely when 


apparatus could be fixed. In 
there 


this connection, 
was a tendency to deal with every order 
in strict rotation, irrespective of the urgency 
of one order compared with another. This, h 
thought, was not good policy. 

‘The Cnairman fully agreed that appliances 


should be shown in an attractive manner. 


Whatever the size of the displays, they should 
be in good taste. 

Mr. H. S. Meapve (Gas Light and Coke 
Company) put forward the view that many 
customers did not enter showrooms unless 
iney knew the prices of the appliances they 
required. It was perhaps a case of timidity ; 
but however that might be, there was no ques- 
tion that a considerable proportion bought, as 
he would term it, *‘ from the window.’’ And 
because of this, he thought that the closed 
display was to be preferred to the open win- 
dow. With the latter it was impossible to 
have special ex! ibits ; these were often 
most successful. He remembered a display of 
sulphate of ammonia, for example, which 
during its run resulted in an increase of 
5 in the sales of sulphate. 

Hotitanbd (North Middlesex) sug- 
ested that insufficient had been laid 
the need for salesmen; and in 
inentioning this, that he pre- 
ferred the title to that of show- 
oom attendant. Mr. Stainer had stated that 
appliances should not be lined up. This, of 
course, was was hard to 
out unless the showroom was a large 
one. As for the changing of window displays, 
there was really no definite optimum period 
for any particular exhibit. It depended on the 
selling power of the display; and many ex- 
hibits could be left with advantage for as 
long as three weeks. He favoured closed win- 
dows rather than those of the open type. It 
Was essential that salesmen should be able to 
tell consumers when the appliances they or- 
dered could be fixed. 

Mr, SUMNER (Pinner) said that no hard and 
fast rule could be laid down for the design 
of showrooms or for the method of display- 
ing the different appliances. Everything de- 
pended on local conditions. He thought it 
desirable to have only well-finished and neatly- 
designed apparatus in the windows. If clumsy 
fittings were demonstrated, the electricity in- 
dustry would reap the advantage. Salesmen 
in gas showrooms should not use matches. If 
the appliances were not switch controlled, flint 
lighters should be employed. 

Mr. J. Priverr (Portsmouth) remarked that, 
Whatever the the showrooms, they 
could made attractive. Cleanliness was 
essential. In connection with gas irons, an 
effective display could be arranged by con- 
necting the iron to a gas supply, and having 
a small ironing that consumers 
could actually try the apparatus. Such demon- 
strations had proved highly successful in Ports- 
mouth, It should be made 


and 


500 p.ct, 
Mr. F. 
stress 
efficient 
he would 
** salesman 


i) fos 


on 


Say 


desirable; but it 
carry 


size of 
be 


board, so 


impossible for 


| salesmen to book orders for appliances which 


were out of stock. Information as to the 
stock should be given to them daily, and they 
should also be informed of what was entering 
the stores, and what was being dispatched. 
As for the time of fixing, the showroom staff 
should be in close touch with the fitting de- 
partment, was the Portsmouth. 
there was no need to display a medley of ap- 
pliances. If many were shown, people 
did not stop to look at them. If the show- 
room window was small, it was beiter to show 
me cooker well than a large number badly. 
Mr. Privett said he was in favour of closed 
windows. Prepayment consumers did not 
often visit the showrooms, and there was no 


as case at 


too 


doubt that—as Mr. Meade had suggested— 
they bought from the window. In displays, 
therefore, it was necessary to consider this 


class of customer, so valuable to gas undertak- 
ings. He reminded members of the Circle that 
display existed, and remarked 
chat his membership of the Portsmouth Dis- 
play Association had been of great benefit to 
him. 


Mr. F. O. Mepvcarr (Gas Light and Coke 
Company) saic 


associations 


d that it was difficult to discuss 
a general paper on showrooms, for the simple 
reason that every man was apt to look at the 
question from the point of view of his own 
district, which was influenced, of course, by 
local circumstances and conditions. Some of 
those who joined in the discussion looked at 
the problem from the viewpoint of a member 
of a large showroom staff. Others put for- 
wd their opinions based on their experience 
gained while managing a small showroom 
single-handed. It was thus difficult to come 
to any conclusion as to what was right and 
what was wrong. He thought the Committee 
of the Circle would be well advised if they 
arranged for the next paper on the subject to 


\\ 





—— 


e given at the showroom on which the paper 
was In such circumstances discussion 
should be fruitful. Small showrooms should 
exhibit at least one example of each type of 
apparatus; the space determining the num- 
ber shown. He agreed with the author that 
blinds were unnecessary; but it was desir. 
able to keep the windows lighted after business 
hours. One of the most important needs of 
the gas showroom was plenty of wall space, 
either natural or artificial, As an example of 
what he termed artificial wall space, he men- 
tioned the divisions used for exhibiting cookers 
and other appliances to the best advai tage, 
It was desirable to classify apparatus as much 
as possible, and not to mix (Say) cookers and 
water heaters. 

Mr. G. S. Gapspy (Gas Light and Coke 
Company) favoured closed . display, and 
thought it was a mistake to have open win. 
dows. 


based. 


Mr. F. Forp (Gas Light and Coke Com- 
pany) emphasized the need for having a 
technically-trained staff for the showroom, 


and queried whether at present salesmen wer 
given sufficient opportunity of knowing 
thoroughly the capabilities and performance 
ot different appliances. It was necessary, for 
instance, to give accurate answers to such 
queries as how long it took to boil the water 
in a gas wash-copper; and this was often 
difficult, as the information was not supplied 
to them, and they had not sufficient time in 
which to make tests for themselves. Show- 
rooms should certainly be lighted after busi- 
aess hours. 

Mr. J. H. Jonnson (Hampton Court) said 
that whether a showroom was small or large, 
it should invariably be comfortable. He was 
of opinion that the positicns of apparatus in- 
side the showrooms were not changed as fre- 
quently as they should be. There was a ten- 
dency for gas showrooms to become too stiff 
and formal, and not sufficiently alive. 

Mr. STAINER, in reply, said that he was in 
favour of the closed window, for it was difh- 
cult to effect any change with the open win- 
dow. From his experience separate windows 
were more attractive than a view. into the 
showroom. He had tried Mr. Privett’s sug- 
iestion regarding the display of gas irons, and 
aad found it very successful. As for Mr. Med- 
-alf’s point that the next paper on showrooms 
‘ould with advantage be read at the showroom 
io which it particularly applied, this was ex- 
cellent. 

A vote of thanks to the author, pro- 
posed by the CuairMAN, brought the meet- 
ing to a close. 

he next meeting will be held at 28, 
Grosvenor Gardens, on Tuesday, May 4, 
when Mr. H. S. Meade, of the Gas Light 
and Coke Company, will read a paper en- 
titled ‘* The Daily Round.” 





Industrial Circle in Glasgow. 





A conference of the Industrial Gas Sales- 
men’s Circle is being held in Glasgow to 
day. An instructive time will be spent; 
for a very attractive programme is before 
the members. They will inspect many 
types of industrial gas appliances that are 
in use in the city, will hear and discuss 
a paper by Mr. J. Mclsaac on ‘* The Ap 
plication of Town Gas for Industrial Heat: 
ng,’’ and will visit the celebrated biscult 
works of Messrs. Macfarlane Lang and 
the Albion Motor Car Works. 





Fairy Gas Competition, 1926. 





In addition to the usual £100 cash _ prizes 
offered in connection with the above compelr 
lion this year, and for the past ten yeats; 
there will this year be offered an additional 
sum of £50 to be awarded as the first prize m 
the essay section of the competition in the 
form of a scholarship, to be known as te 
‘*B.C.G.A. Fairy Gas Scholarship.”’ 
children who compete in this essay se jon will 
be eligible for the scholarship, which will take 
the form of a grant-in-aid of education, the 
term ‘* education”? to be interpreted in 1 
widest The Committee will consider 
n consultation with the parents of the child, 
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how the money shall be disbursed. 
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A Meeting of the Circle was held at the 
Showrooms of the Aldershot Gas, Water, 
and District Lighting Company, Farn- 
borough, on Monday, March 8—Mr. C. J. 
Eves presiding. 

THE DRY GAS METER. 

By J. Berry, Manager of Messrs. J. & J. 
Braddock’s Oldham Works. 


Details of the construction of dry 
meters were fully explained by the lec- 
turer; each point being easily followed by 
the use of a demonstration meter and 
parts. The care with which makers have 
to select materials, particularly with re- 
gard to the diaphragm and the valve grids 
and covers, was emphasized. The valve 
grids and covers are manufactured from 
a special alloy which enables them to be 
polished to a glass-like finish, to ensure 
satisfactory working. Each part is made 


by special machinery, eliminating the 
human element as much as possible. A 


vital point in connection with the valve 
plate is that the under fittings have to be 
double-lipped, to enable them to with- 
stand damage from condensation. 

The diaphragms are made from Persian 
sheepskins, and the greatest care is exer- 
cised in purchasing. A reason for speci- 


a five years’ guarantee is given 





ally strict supervision lies in the fact that | his subject. 


Southern District—Sub-Section ‘‘A.” 


meters, and the diaphragms are subject 
to a large amount of wear. Defects in 
skins are often not apparent until they 
have undergone the curing process. This 
consists of immersing the skins in pure 
almond oil at a certain temperature, after- 
wards hanging them for six weeks to six 
months, according to the season. A 
number of faulty diaphragms were dis- 
played. The only use for the defects, 
continued the lecturer, washers. 
The seamless diaphragm is undoubtedly 
best, but is costly, owing to the few which 
can be produced from each skin. The 
stuffing boxes call for special considera- 
tion. Vaporizing results in the removal 
of the substance from the wool in the 
boxes, causing them to leak. Mr. Berry 
stated he is now engaged on finding a 
remedy for this trouble. A substance has 
been tound, he said, which will be un- 
affected by vaporizing. 

After a number of other points of 
minor importance had been explained, 
Mr. Berry referred to the standard meters, 
and said that these undoubtedly gave ex- 
cellent service. 


is as 


The CHaiRMAN congratulated Mr. Berry on 
the excellent way in which he had dealt with 
He asked whether leakage at 


with | the index glass would be registered. 


Mr. Berry replied that leakage at the index 
glass might be partly or wholly registered. 
Replying to the Chairman, Mr. Berry ex- 
plained that a split diaphragm would result 
in registration only of the amount of gas 
passed by the split 

Mr. Tucker (Wokingham) asked how 
meters which were only tested at 4 in, to 3 in. 
pressure before being put on the market would 
stand heavy district pressures of 10 in. or so. 

Mr. Berry remarked that the meter would 
suffer no strain, owing to the perfect running 
of its mechanism. 

Mr. H. Cox (Aldershot) inquired what 
would be the effect of an abnormal amount 
of condensable matter on the registration of 
the meter. . 

Mr. Berry said that there would be a ten- 
dency to register slow. 

Mr. Cuttincton (Woking) raised the ques- 


tion of meters failing to open at the first 
penny. Was full value given for all pay- 
ments ? 

Mr. Berry, in a_ lengthy explanation, 


showed that a certain amount of backlash had 
to be overcome by the mechanism, and this 
sometimes caused an insufficient movement of 
the valves at the first penny. Subsequent 
coins gained full value in gas, owing to 
backlash having been overcome by the first 
coin, 


The CuHainMAN thanked Mr. Berry for 
his lecture. All had gained useful in- 


formation. 

Mr. Berry ‘briefly replied. 

Mr. Brappock, Jun., remarked that the 
makers were always ready to be of assist- 
ance to all connected with the industry. 








The April meeting was held at Ports- 
mouth, when five-minute papers were 
given by members of the Committee. 


Gas COOKER AND COKE-BOILER. 


Mr. H. T. Mutter, of Winchester, said : 
The ever-increasing number of indepen- 
dent, coke-heated domestic boilers now 
being fixed in all districts for the purpose 
of providing an adequate supply of hot 
water for the average household is, I con- 
sider, worthy of our attention, with a view 
to ascertaining whether the coke boiler 
will prove an asset or otherwise in pro- 
moting the use of gas as a cooking and 
heating agent. Where circumstances per- 
mit the expense of the installation, the gas 


as being a source of concentrated units of 
heat which can be used economically with 
the greatest of ease up to a certain point 
of consumption. If, however, the amount 
consumed exceeds the purchaser’s limit of 
economical expenditure, it may create dis- 
satisfaction with the consumer, and there- 
by retard its selling powers as being the 
most economical of fuels. This is where 
the coke-heated boiler takes up the service, 
and justifies its installation as an ally to 
§a8s cooking, by providing an abundant 
supply of heated water with smokeless fuel 
fuel, I do not approve the effort of am- 
bittous designers who seek to embody ex- 
tended hotplates for cooking, and open 
irefronts for room warming, to the detri- 
ment of the hot water supply, and with an 


the makers are reverting 
Closely allied to the — 
fange, with its 
and discomfort. 


to principles too 
coal-fired kitcher 
attendant extravagance 


Carp System ror Fittinc Work. 
_ Mr. F. C. CoLesrook, of Andover, gave 
information regarding a card system they 
ae creating at Andover, where one card is 
Used for all classes of fitting work—all 
‘ards being based on entries in the order 
aid complaint book kept at the show- 
foms. At the end of the day all work 





cooker-coke boiler combination is a sound | 
proposition. We may rightly consider gas | 


ata cost lower than any other form of | 


mereasing fuel consumption. By so doing, | 


| sumer must be retained. 
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that has come in during the day is put 
on thecards by a typewriter. The cards are 
taken to the works office next morning, 
when they are issued to the fitters. Each 
fitter carries a wallet in which all cards 
are kept. The cards are delivered at the 
office in the evening, except in the case of 
uncompleted work, in which case they are 
dated, and kept at the works until several 
accumulate. They are then priced, dealt 
with by the Manager, and returned to the 
showroom and written-off the order book. 
All apparatus is posted to meter, cooker, 
and fire stock books. - Charges are posted, 
the fitters’ report is made out, and the 
cards are filed away in numerical order in 
drawers. We are thus able to keep our 
fingers on the jobs, as by the number of 
cards uncompleted we are able to see at a 
glance what work is outstanding. The job 
card number is carried right through to 
the ledger, so we can easily turn up the 
card should a query arise. 

Mr. Colebrook concluded by saying that, 
though their card system was at present 
not fully completed, it was proving satis- 
factory, as it was based upon their every- 
day working experience. 


SERVICE AND SALES. 

Mr. H. J. Tyzer, of Chichester, said: 
We hear a lot about service in these days. 
We speak of the “ service ’’ department, 
meaning thereby to embrace the sales de- 
partment. The change in attitude which 
this entails is denoted in our better atten- 
‘ton to public requirements, and further 
by the live messages we endeavour to con- 
vey to the public by the improved arrange- 
ment of our showroom displays. To get a 
true perspective of the position as it con- 
cerns us to-day, we must carry our minds 
back to the time when the slogan ** busi- 
ness is business ”’ too often lost sight of 
the human element, and the words con- 
veyed a flavour that transactions were not 
altogether honourable, or, to put it bluntly, 


profit, and not service, seemed to be the | 


sole aim. While we must remember that 
new customers are necessary, we must 
never overlook the fact that the old con- 
Our ambition 





should be that every sale should give such 
satisfaction that it opens the way to the 
next. To-day the accepted practice is to 
consider transactions in their mutual 
aspect, customers showing evident plea- 
sure in their purchases largely because of 
the confidence born of service, a square 
deal, and sound advice, while the salesman 
is as keenly pleased because of the im- 
pression for good he has created. ‘* Sales 
through Service ’’ is a sound motto. 
Gas v. ELECTRICITY. 

Mr. F. H. Wakeinc, of Chichester, 
gave his experience of how he overcame 
some difficulties encountered in connection 
with obtaining permission to lay a main 
in a by-road. After the main had been 
laid, however, successful business was 
obtained against electrical competition. 

Mr. W. FavuLkNner, of Romsey, con- 
tributed a humorous five-minute paper on 
some of the experiences of their repre- 
sentatives on the district. 

‘* PERFECTEA ’’ Boiver, ** B”’ Type. 

Mr. W. H. Meitiner, of Southampton, 
gave the result of some tests he had made 
in connection with a Radiation ‘‘ Perfec- 
tea’ boiler, ‘‘ B”’ type. Starting all cold 
(48° Fahr.), boiling water began to run in 
62 mins., 1 gal. in 8 mins., then boiling 
water continuously at the rate of 1 gal. 


every 1} mins. Gas pressure 45-tenths, 
gas rate per hour 135 c.ft. Rate per 
gallon when hot, 3°4 c.ft. (3°375). Gas 


per hour required to maintain boil, 14 c. ft. 
With a stand-by consumption per hour of 
10 c.ft. (maintains water just under boil) 
full flow of boiling water in 50 seconds; 
with higher stand-by consumption rate, 
full flow comes quicker, but whether it is 
worth the extra consumption depends upon 
the kind of business done. It is, said Mr. 


Meitiner, the best quick-boiling kettle I 
have encountered. First gallon took 18 
c.ft., next 5 gals. at 3°4 17 ¢.ft.; total 


for 6 gals., 35 c.ft. under 6 c.ft. per gal. 


starting from cold. B.Th.U. utilized on 
460 gas 281°143, or 6111 p.ct. The 


machine is constructed of heavy rolled- 


sheet copper, with water surfaces well 
tinned. Metal used is heavy gauge. It is 


the simplest boiler to take apart for clean- 
ing I have handled. Mr. Meitiner thought 
the combined copper and dish-washer a 
good idea, 
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A Meeting of the Circle was held at the 
offices of the Cardiff Gas Light and Coke 
Company on Thursday, March 25—the 
President of the Circle, Mr. David Muir, 
of Pontypridd, presiding. 

Mr. B. J. Bett (Cardiff), the Secretary 
of the Cirele, tendered his resignation on 
account of pressure of business. This was 
accepted with deep regret, and a vote of 
thanks was accorded Mr. Bell for his valu- 
able work since the inception of the Circle. 
Upon the motion of Mr. BELL, seconded 
by Mr. S. Snow (Cardiff), Mr. R. J. 
Williams (Abertillery) was elected Secre- 
tary. 

WASH-BOILERS. 
By J. Parkinson, Sales Representative of 

Messrs. W. H. Dean & Sons, Ltd., 

of Burnley. 


Condensation.—Some time ago I went 
to Rhubina to inspect a wash-boiler which 
was reported leaking, and found the 
trouble was due to condensation. To bring 
this to an absolute minimum, I recom- 
mend the following method: About two 
gallons of water should be put into the 
pan at the commencement, and the gas 
turned on at half cock. Then; when every- 
thing is nicely warm, fill up to the de- 
sired quantity. 

Cleanliness.—The boiler, after having 
been used, should not be allowed to stand 
containing dirty water. The soaps which 
are used to-day are more dangerous than 
they used to be, and some of them contain 
chemicals such as caustic, and a good per- 
centage of sodium carbonate. These, if 
allowed to stand in the pan, attack the 
tinning, with the formation of a greasy 
deposit. The result is that when the 
water is emptied out, and the pan is not 
cleaned, at the next time of washing the 
deposit marks the clothes, and the boiler 
is alleged faulty, while the real fault is 
negligence. 


Washing Materials.—Fatty soaps should | 


be used as much as possible, such as 


‘* Sunlight’? or ‘‘ Matchless Cleanser.”’ 
These do not contain any injurious 
chemicals as do some powder soaps 


that are supposed to ‘‘ do the work while 
you sleep.’” You can rest assured that 


they do not wash the clothes, but simply | 


bleach them. When you bleach gar- 
ments, you are shortening their life, and 
also injuring the copper pan. 
the boiler is used it should be thoroughly 


Every time | 


cleaned out, and all the scum, dirt, &c., | 
from the day’s washing should be wiped | 


from the side of the pan, like every other 
domestic article. 


Many people are under | 


the impression that a wash-boiler should | 


never be wiped out; but I can assure you 
that it is most important. Among the dry 
powder soaps, ‘‘ Rinso ”’ is the best. 

Gas Consumption.—With regard to the 
gas necessary to raise the temperature of 


the water from cold to boiling-point, the | 


amount depends, 


of course, upon the 
calorific value. 


The higher the calorific 


value, the less the quantity required. As 
an example, take Burnley gas, 475 | 
B.Th.U. In all our tests we only use 


7 gallons (allowing for displacement of the 
clothes) ; and to boil this quantity it takes 
from 38 to 40 minutes, while the gas is 
consumed at a rate of 60 c.ft. per hour, 
which is approximately 30 to 4o c.ft. for 
the test. This you can easily work out 
according to the cost of gas. Burnley is 
approximately 3s. 4d. per tooo c.ft. 
Therefore the cost of 38 c.ft. is just over 
13d. Roughly speaking, a boiler is used 
on washing day from 2 to 3 hours; and if 
you base the calculations on three hours, 
you can wash comfortably for a family of 
five or six at a cost of 5d. to 6d. 

Careful consumers who turn the gas low 
when the water comes to a boil can keep 


| of a discoloured lid. 


the water boiling at 7 to 10 c.ft. per hour. 
Thus their gas bill is much reduced. 

Packed Boiler vy. Protector Plate.—In 
order to compare the performances of these 
two boilers, some time ago we made up 
a special boiler with extraordinarily thick 
packing. This boiler (which was purely 
experimental, and was broken up after- 
wards) had 13 in. of packing round it, and 
was tested against our ordinary No. 2C. 
After standing 1o hours in the same room 
with their lids closed, under exaétly the 
same conditions, the packed one was at 
106° and the unpacked one at 102° Fahr. 
You will thus readily agree there is no- 
thing to discuss in this direction. 

Messrs. Dean & Sons, Ltd., recently re- 
ceived a suggestion from a firm of builders’ 
merchants that a silica cotton packed 
boiler would be more efficient than a 
single-cased boiler fitted with protector 
plate. In view of this another compara- 
tive test was made—this time using a 
packed boiler with 1} in. packing. As the 
following letter addressed to the builders’ 
merchants will indicate, the result was 
identical with the 1} in. packing test, and 
proves that there is not enough difference 
to justify the packing : 


In the first place, we have made the 
type of boiler you suggest in your letter 
for over twenty years, and we were one 
of the first to use silicate cotton (or slag 
wool), as previous to this we packed the 
cavity with river sand. In fact, we have 
a repair boiler in the works now which 
left our place, and has been in use for 
twenty years. 

We have not pushed forward this boiler 
for several reasons. Silicate cotton does 
not mend the efficiency of the gas, nor 
does it prevent the outside casing from 
getting hotter. Comparing a silicate cot- 
ton packed boiler with our No. 2C pattern 
(fitted with protector plate), the efficiency 
as regards time to boil, and the consump- 
tion of gas, are the same in both cases, In 
fact, if there is any advantage (that is, 
going into every detail), our No. 2C as 
mentioned above claims this item, the dif- 
ference being the outside casing. Our 
No. 2C gets hot quicker (in other words, 
in the first 10 or 15 minutes it is as hot 
as it can possibly be during the whole time 
the boiler is being used), whereas the 
silicate cotton packed boiler casing heats 
up according to the temperature of the 
water, and when both boilers are at boil- 
ing point the local areas round the gas 
rings are exactly the same in both cases. 

We have been making very severe tests 
during the last seven to ten days, and the 
silicate cotton packed boiler used is a 
special one made for the occasion, having 
a cavity 14 in. wide all the way round 
crammed with silicate cotton in order to 
give it a proper test. You will agree it is 
a very severe test, so that any advantage 
could be given to the packed design. 

After these two boilers had been on test, 
both containing 7 gallons of water, the 
gas was turned off, the water being at boil- 
ing point. They then stood for ten hours; 


the result being that the water in the 

packed boiler was 106° and in the No. 2C 
° 

102°. 


The writer will agree with you that in 
theory it should be a great advantage. In 
practice and in actual use from day to day, 
the results are as given above. 


Complaints.—At the beginning of this 
month I had a complaint about the steam 
coming out between the pan and the cast- 
iron ring. This is sometimes caused by 
putting too much water into the copper ; 
and it must be an exceptionally tight lid if 


| the steam forces itself between the pan and 


the casing. 
complaint. 

I recently investigated another com- 
plaint where a wash-boiler user complained 
I inquired if the 
boiler was thoroughly cleaned after using, 


In fact, I think it is an absurd 
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and was assured that it was, but upon 
passing -a finger over the surface I found 
that the deposit was easily removed. On 
further inquiry it was found that the 
boiler was rubbed over after being allowed 
to cool. Boilers should be wiped out when 
hot, and the lid left open, for in addition 
to the effectiveness of this method, when 
the boiler is left to cool the wiping is 
sometimes forgotten. 

Construction. —A good copper pan 
should be constructed with 20 W.G. bot- 
tom, 22 W.G. side, and virgin tinned afte: 
manufacture. Hinges should be cx 
and the screws brass. This type of b 
should last 20 to 25 years. 

It is essential that boilers for butchers, 
tripe and fat boilers, &c., should have 
cast-iron pans, and not copper, becaus« ot 
the high temperatures attained in boiling 
fats. 

In summer time, when coal fires are not 
needed, many housewives use their wash- 
boilers daily to get hot water for washing. 
up purposes, baths, &c. I have been told 
that some of them put their boilers on at 
9.30 a.m. When the water boils, they turn 
down the gas until 1.30 p.m., when the 
gas is turned off and the lid kept closed. 
In this way they have hot water for the 
rest of the day to wash-up the dinner, tea, 
and supper things, and even have enough 
hot water left to have a bath at 11 p.m. 
The whole cost has not been more than 
4d. to 6d.—and without dirt or worry! 

Discussion. 

Mr. H. Law (Cardiff) inquired whether th 
steam vent into the flue was not more desir- 
able than a copper condenser as fitted to man 
boilers. 

Mr. T. GarLAnD stated that many consumers 
showed a preference for the wood top, and 
asked the author what the manufacturers’ 
perience was. Mr. Garland 
question of the effect of water in various dis- 
tricts upon the interior of the copper pan. 

Mr. A. W. STICKLER considered that the con- 
densers fitted to wash-boilers were ] 
enough to condense the whole of the s 
with the result that a portion came under 
lid into the room. 

Mr. Parkinson, in reply to the question by 
Mr. Law, stated that the steam vent should b 
fitted with an adjustable damper, as shown by 
their No. 1 pattern in their catalogue. Then, 
providing the damper was closed when the gas 
was shut off, the water in the steam vent type 
would retain its heat as long as would the 
condenser pattern. He had known sonw 
where wash-boilers had no flues fitted, th 
ducts of combustion being allowed to disch 
into the scullery. In these instances, he re- 
commended the condenser boiler, which re- 
duced the amount of moisture discharging into 
the room. Boilers should always be fitted with 
flue pipes to carry away the products of com- 
bustion, for, in addition to the fact that 
products should be conducted outside thé build- 
ing, it sometimes happened that, where 10 
pipe was fitted, the flue nozzle became choked 
with dust and litter. With regard to the pre 
ference for wood tops, the speaker found that 
different types were required by different dis 
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these 


tricts. The question of hard water did not 
affect the South Wales district, where the 


water was soft; but in the Weston-super-Mare 
district, where the water was hard, a fur was 
formed after eighteen months. In reply to 
Mr. Stickler, the speaker thought that no i 
convenience would be caused unless the water 
was boiling at an excessive rate. 

Mr. T. GARLAND proposed a vote 0 
thanks to Mr. Parkinson for his address; 
and this was seconded by Mr. BELL. 





Mr. R. J. WittiamMs moved a vote 0! 
thanks to Mr. H. D. Madden _and the 
Directors of the Cardiff Gas Li 


Coke Company for their generosity in pro 
viding accommodation and refreshments. 
This was seconded by Mr. SEAGER (Abet- 
dare), and supported by Mr. Jones (N¢ ath) 

The Governor of the Gas Light and Cok 
Company states that a Spec ial Committee has 
found that, for equal service under practica! 
conditions, cooking by electricity a id. per 
unit costs three times as much as cooking by 
gas at 8d. per therm. 
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Lancashire District—Manchester Section. 


A Meeting of this Circle was held on 
March 24 at Manchester. In the absence 
of the Chairman (Mr. J. H. Sillitoe), the 
chair was occupied by the Vice-CHAIRMAN 
(Mr. P. H. Christian, Southport). 

GAS WATER HEATERS. 

By Apiin St. Lecer (Radiation, Ltd.). 

The gas water heating business is yet 
in its infancy. The field is so comprehen- 
sive, and the possibilities so vast, that 
everyone should endeavour to qualify as 
an expert. It is said that ‘‘ success comes 
with knowledge;’’ and the salesman 
should know as much as possible about 
the commodity he sells. 

There is a gas water heater for every 
home, and the task before us is to sell to 
every home its proper heater. This re- 
quires determination, enthusiasm, pati- 
ence, diplomacy, and general knowledge. 
There is, of course, the question of costs ; 
but in this connection it should be remem- 


After all, the fact that a Ford motor-car 
is cheap does not prevent or even hinder 
the sale of Rolls-Royce cars. 

The larger the house, generally speak- 
ing, the wealthier is the man who owns 
it; and the wealthier the owner is, the 
prompter the service he requires. Gas 
water heating appliances are capable of 
giving the best service; and yet in many 
cases no effort is made to get the busi- 
because coal is said to be more 
economical. 

Mr. St. Leger, by means of actual appli- 
ances and detailed drawings, then de- 
scribed the construction of practically all 
the water heaters in common use, 
bringing out the features of each and the 
advantages of the particular designs for 
special purposes. He enumerated the 
principles upon which an ideal heater 
should be constructed, and then went on 
to consider the installation of the various 
types of gas water heaters. 


ness, 


gas 





discussion. The principal point raised 
was intercirculation between the kitchen 
range and gas circulators. This trouble 
is frequent; and the author, after explain- 
ing the remedy, mentioned the books 
which are issued dealing thoroughly with 
the subject. The makers, he said, take 
particular care to stress the correct way 
of fixing gas circulators. Instruction 
cards are sent out with every appliance. 
Mr. I. Humphries, of Salford, asked 
whether lagging had any useful effect, 
and whether the saving warranted the 
extra cost. In the reply, it was urged that 


all hot water installations should be 
thoroughly lagged. Mr. H. E. Jackson, 
of Stretford, asked whether radiators 


could be heated successfully by gas cir- 
culators ; and it was pointed out that these 
appliances are being used extensively for 
small heating installations, especially in 
banks and other offices, where the cost 
is not considered so much as the general 
convenience and cleanliness of gas. 

A vote of thanks to Mr. St. Leger, pro- 
posed by Mr. J. Rennie (Oldham), and 
seconded by Mr. V. Severs (Salford), 














bered that gas gives superior service. The address gave rise to an interesting ' terminated the meeting. 
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Suge’s ‘Littleton ’’ lamps fitted with 


West Riding of Yorkshire Circle. 


A Meeting of this Circle was held on 


Wednesday, March 17, in the Crown 
Court at the Leeds Town Hall—Mr. C. 
Watson (York) presiding over a good 


attendance. The Engineers of the Bing- 
ley, Drighlington, and Otley undertakings 
were present. 

The CHAIRMAN said they were fortunate 
in being able to hold their meeting again 
in the Town Hall; and their thanks were 
due to Mr. C. S. Shapley, Engineer and 
General Manager of the Leeds Corpora- 
tion Gas Department, and to the authori- 
ties concerned, 


SHOWROOM PRACTICE. 


By P. SHEPHERD, of the Leeds Gas 
Department. 

Showroom practice is a subject with 
which most of you are more or less 
acquainted, but I hope it will be of in- 
terest to all if I give a résumé of the 
methods adopted in our showrooms. 

All will agree that a showroom is a 
necessity to any gas undertaking. In sup- 
port of this, the remarks of Mr. 
Watson at the recent general meeting of 
the Gas Light and Coke Company, on the 
importance of good showrooms, are worth 
repeating. He said: 

During the year some criticism has 
reached me with regard to the Com- 
pany’s policy in connection with 
showrooms. I have been told that 
some people wonder whether this is 
Wise expenditure. With regard to this 
there can be no possible doubt. In 
these days when we have electricity 
knocking at our door, it is absolutely 
essential that it should be clearly de- 
monstrated that gas can be used not 
only efficiently, but artistically. Being 
an old industry, it is apt to be 
assumed that it is not adaptable to 
modern conditions; and the only way 
to combat this idea is to show actu- 
ally what can be done in this respect. 
There is no expenditure more desir- 
able and imperative than expenditure 
on showrooms. 


It is through the showroom staff that 
the public can be educated in the enormous 
uses of gas. They are the mouthpiece of 
the undertaking. Showrooms may be 
termed a place where the goodwill of the 
consumer can be established or lost; and 
it is this goodwill that means increased 
consumers and further sales, .Goodwill is 


Milne | 


| alternately. 


a most valuable asset. No matter whether 
a customer enters a showroom to place an 
order or to make a complaint, civility 
should prevail under the strongest provo- 
cation. Those of you who are employed 
in showrooms will appreciate how difficult 
it is, when an irate consumer enters the 
showroom, to place the necessary guard 
upon the tongue. In dealing with the 
most trifling complaint, let the consumer 
see that you are taking a personal interest 
in him. The use of gas may be strongly 
prejudiced for no other reason than a 
salesman’s lacking courtesy and tact. 

The showroom staff should be well able 
to answer any questions that may arise 
concerning the use of the gas appliances, 
together with thé costs of working same, 
and should be at all times perfectly honest 
in what they say of any appliance. 

Showrooms should occupy a prominent 
place in the shopping centre of a town, 
and should be so attractive as readily to 
draw attention. Unfortunately the Leeds 
showrooms are not in the _ busiest 
thoroughfare; but, situated, as they are, 
between two of the entrances to a very 
busy market, the position has become 
well established. There are seven large 
display windows, and space within for 
showing the various appliances. It is our 
practice to exhibit a certain number of ap- 
pliances alive—that is, lighting fittings in 
use, gas fires burning, water heaters at 
work—while a practical cookery demon- 
stration takes place every Tuesday after- 
noon, 

LIGHTING. 


It is only within recent years that we 
have undertaken the sale of lighting fit- 
tings, burners, &c. This was previously 
left to the private plumbers, gasfitters, or 
stores; but it was found that the burners 
and fittings sold were not always as re- 
liable as could be desired. We have now 
a section of our showrooms devoted to fit- 
tings, where are displayed artistic pen- 
dants, brackets, glassware, &c. It has 
been found that there is still good busi- 
ness to be done in well-designed fittings, 
in spite of competition from other forms 
of lighting. The lighting of a showroom 
is very important. If we wish to retain 
gas lighting, we must be leaders, and 
show well-lighted premises. We have 
endeavoured to light the interior of our 
showroom efficiently, and 34 fittings of 
different patterns are connected and used 


The outside is lighted by 





distance control, fixed inside; there being 
twelve 6-light and three 12-light lamps. 

Part of the propaganda of the Gas De- 
partment has been the outside lighting of 
shops. -The average shopkeeper looks 
upon the outside lamp as an unnecessary 
expense. We have tried to point out to 
him that a well-lighted street, even after 
shopping hours, attracts, and that many_a 
sale may accrue from a glance in a shop 
window after business hours. We have 
therefore always made a point of practis- 
ing what we preach; and we keep our out- 
side lamps burning at our showrooms 
until late in the evening. 

With regard to the lighting of shop 
windows and factories, we have a 3-years’ 
hire-purchase system for ‘‘ Littleton ”’ 
lamps. -This includes free renewal of 
mantles and glassware for that period. 
The charges are as follows: 

4-light lamps fixed complete 

with distance controls and 
all necessary piping e 128. per quarter 
6-lightlamps . . . 148. 6d. ,, oe 

We are aware that there are other sys- 
tems available for the general public; but 
there is still an enormous field for the in- 
candescent gas burner. Gas lighting to- 
day has peculiar merits of its own from 
the hygienic point of view. In the first 
place, the products of combustion, which 
are composed of harmless matter, rise to 
the ceiling and set up a current of air in 
the room—a valuable aid to ventilation. 
In the second place, particles of dust and 
organic matter are constantly being drawn 
over the burner, and sterilized. It is, of 
course, these charred remains, and not any 
dirt in the gas, that show upon the ceiling 
above a gas light. Similar discoloration 
will also be found near hot water pipes. 
A third and interesting point is that gas 
lighting helps to warm a room as well as 
illuminate it. This is a matter well ap- 
preciated in the winter, especially in 
poorer homes. 

With regard to domestic and other light- 
ing with ordinary incandescent fittings, 
we have a maintenance system by which 
we clean the burners free of charge; the 
consumers only paying for the renewal of 
mantles, &c. Our gas inspectors leave 
with the consumers postcards on which 
are printed a variety of the complaints that 
occur, so that they can report any 
troubles by merely putting a cross oppo- 
site. In these circumstances there is no 
need for any consumer to have a defective 
gas supply, without reporting same. 

A showcase is necessary for displaying 
silk shades, &c., and does away with the 
shop-soiled appearance that one notices 
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about shades displayed in the open show- 
room. 
HEATING. 


The showroom should be the chief 
advertising medium, and our consumers 
should know that in all their many needs 
in lighting, heating, and cooking they can 
get what they want from the Gas Depart- 
ment. 

A good selection of appliances should at 
all times be attractively displayed both in 
the windows and in the interior of the 
showrooms. By this I do not mean that 
the windows should be crammed with ap- 
plianees. It is far better to have one or 
two objects to stand out distinctly, than 
to tire the eye with too many, and fix 
attention on no particular one. The many 
neat finishes produced by the makers will 
help to make an attractive display. Re- 
member, however, that your window dis- 
play must cater for all classes. The main 
purpose of a window display is to sell 
goods. 

We can accommodate up to seventy fires 
in our showrooms without any sense of 
overcrowding, and have eleven mantle in- 
teriors of different patterns, in some of 
which fires are connected, and kept con- 
tinually burning when weather conditions 
allow. In others, fires are loosely put in 
position, and frequently changed. It is 
therefore an easy matter to show a pro- 
spective customer any fire in a natural set- 
ting. Our showrooms are void of any 
show of furniture, one point being to dis- 
play the appliances only. All fires are 
ticketed with the cash price, hire-pur- 
chase, and, where let out on simple hire, 
the simple-hire rental is noted. This gives 
the consumer all information regarding 
prices. We are always prepared to fur- 
nish the cost of making a fire suitable for 
any room, and an estimate for fixing. 

The key to happiness absence of 
worry ; and where gas appliances are in- 
stalled, they tend to make this state of 
mind possible. The easy regulation and 
cleanliness associated with the use of a 
gas fire is much appreciated by the house- 
wife, as there is no cleaning-up of ashes, 
with the accompanying cloud of dust, 
creating a nuisance and making more 
work. In sitting-rooms which are used 
occasionally, the gas fire is a boon, as it 
gives 


1S 


full service a few minutes after 
lighting. 


Medical men are becoming enthusiastic 
supporters of gas for heating. They re- 
cognize the importance of gas heating in 
the sick room, whereby a strictly regula- 
ted and constant temperature can be main- 
tained without any disturbance of the 
patient. As evidence of this, a Leeds 
specialist on chest complaints has installed 
fires in all his rooms. One of the pre- 
judices against the use of gas fires, which 
for want of information still exists in some 
quarters, is that there is a drying effect on 
the atmosphere. This was true of the old 
type of fire, and was due to the lack of 
ventilation. Manufacturers were then 
scarcely concerned with the removal of the 
products of combustion, and the import- 
ant question of ventilation was not con- 
sidered. It was a common thing during 
this period to find a bowl of water placed 
in front of the fire, which the user fondly 
imagined would rectify this dryness. The 
modern gas fire has been produced after 
much scientific research; and the all-im- 
portant question of ventilation receives 
practical recognition in the construction 
of the present-day fire. The flue is suf- 
ficiently large to accommodate the pro- 
ducts of combustion and deal effectively 
with ventilation. ; 

The basis adopted for prices for gas fires 
is given at the top of the next column. 

As. the hiring charge for fires is 
made during the winter quarters only, this 
induces the consumer to keep them during 
the summer period. The fire let out on 
simple-hire terms is of the plain black type 
with nickel fender, the more elaborate 


gas 


| annual rental, 


Selling price equals makers’ list, Jess to p.ct. 
3-years’ hire-purchase . Makers’ list price 
divided by 12 equals 
rental per quarter 
Cost of fixing— 
Ground floorrooms . . . . 14s. 9d. 
Upstairsrooms ... + 25s. 2d. 
If piping is already laid, actual cost of fixing 
only. 
mental piping involves an additional charge, 
according to measurement. 
Simple hire fires are fitted free— 
1o-in. fires (plain black), 6s. per annum, 
charged only for the two winter quarters at 
38. per quarter. 
12-in. fires with duplex burners (plain black), 
8s. per annum, charged at 4s. per quarter 
for the two quarters. 


being available for cash or 3-years’ hire- 
purchase. As it is usually necessary to 
visit premises before definitely fixing the 
size of a fire, this gives our outside repre- 
sentative an opportunity of exercising his 
powers of salesmanship. All our outside 
representatives have had training in the 
fixing and adjustment of appliances. 
Those who have not been gasfitters have 
been trained by a fittings inspector, and 
have thus obtained a thorough insight 
into the practical work of gas and water 


fitting. ‘They are all capable of measur- 
ing-up for the necessary material to carry 
out any work required, and of advising 


consumers as to the most suitable ap- 
pliances for their needs. 

At the showroom we endeavour to com- 
plete a sale as far as possible, but, as you 
are aware—more especially in the case of 
fires—a visit to the consumers’ 
premises is necessary. Additionally, in- 
quiries are received from our gas inspec- 
tors (who by the way are paid a small com- 
mission for orders received), and through 
the post. In all such cases triplicate in- 
quiry forms are made out. As far as pos- 
sible we try to avoid making appoint- 
ments, as we find that with a large area 
to cover this often entails a waste of time 
on the part of the salesman. When it is 
unavoidable, appointments are entered in 
a book which the salesman sees before 
starting his morning round. The fact 
that all appointments are entered-up pre- 
vents any overlapping in regard to the 
times arranged. 


ore 
gas 


COOKERS. 


A varied stock of cookers is always on 
view in our showrooms. These include 
high-grade, second-grade, and _ re-con- 
ditioned cookers ; the latter being hired-out 
at cheaper rentals. These are constantly 
being changed according to our available 
stock. One afternoon a week is devoted 
to a practical demonstration of the use of 
a gas cooker; and I may say that this is 
greately appreciated by the general public. 
It is gratifying to find such interest taken 
in these demonsirations, which, while in 
progress, draw crowds of people to the 
window. Ladies come into the showroom 
for advice, and tell of their little troubles. 
The individual instruction that our lady 
demonstrator is able to give is of the 
greatest value to the Department.  Ap- 
pointments are made by our lady demon- 
strator to visit consumers in their own 
homes. 

The costliness or the economy of cook- 
ing by gas is a question of common-sense 
and ordinary care. Where servants are 
kept, the whole trouble of excessive cost 
lies in ignorance or thoughtlessness in the 
manipulation. It rarely arises where the 
mistress of the house does her own cook- 
ing, and never when she has once learned 
how to use her stove. Cookers are sold on 
the basis of makers’ list-price, less 10 p.ct. 
for cash, fixing extra. 

Three-years’ hire-purchase, makers’ list- 
price divided by 12 equals quarterly pay- 
ment. The fixing is charged as a separate 
account. 

In arranging the simple-hire rental, our 
method is to take 10 p.ct. of the net cost 
of the cooking stove, and make this the 


This recovers the cost of | 


the appliance in ten years; but as st 
have a much longer life, we are able to re. 
cover an amount which is sufficient to pay 
for fixing and repairs. To the plun ring 
trade we give 20 p.ct. off the makers’ list. 
price ; and this induces them to bring their 
customers to our showrooms to select the 
appliances required. These terms are 
more favourable than can be obtained by 
the plumbers from the makers direct, and 
save them carrying large stocks which 
become obsolete. You will find it good 
policy to make friends of the plumbers and 
gasfitters, and let them know that you 
can be of real help to them. 

I have mentioned that we allow a 10 
p.ct. discount off the makers’ list-price for 
cash transactions, whereas the full list 
price is charged on the 3-years’ hire-pur- 
chase. To the average consumer this does 
not appear to be a big saving. They look 
upon this as a matter of 33 p.ct. per 
annum, but actually there is a saving of 
over 7} p.ct. per annum for the consumer 
by paying cash down. Let me illustrate 
this. 

Take an appliance of the value of £12 
list price. This could be sold for £10 16s, 
net—a difference of £1 4s., which repre- 
sents over 7} p.ct. per annum. 


Ves 


| on 
| Rental. | Balance. Interest | Total 








74 P.Ct. | 3alance, 
£ l¢ .@ia @& if adi 
Ist payment | I 916 o| 3 8 |9 19 8 
2nd quarter | r |819 8 3 4/19 30 
3rd im | r 13- es of 3 t: 18 a 
4th of I |7 63112917 8m 
5th - | I 6 810) 2 § 6 Ir 3 
6th * r ign 3) 2 t [5 Be 
7th % © jam 4 t 9 1489 
8th *» : isa 4] 2 ¢ 13 68 
oth ‘ s (236 6G 2 & | 28 
toth es I 27 71 © 9 118 4 
11th ‘x : les 4 @ @ | 0 28a 
12th a ee Les o0 ‘a 
When this is explained to the consumer, 


it often induces him to pay cash for the 
appliance. 
WateR HEATING. 

The knowledge that hot water is avail- 
able at a moment’s notice, and in any 
quantity, by having a geyser installed has 
only to become more widely known for the 
geyser to be generally adopted in_ the 
household where quick service, economy, 
and comfort are items of consideration. 
Compare the service of a geyser with that 
of a fire-back boiler where the water for 
baths on any one night is limited to the 
capacity of the cylinder. With a geyser, 
the time taken for heating sufficient water 
for a bath is 15 minutes, and the cost with 
Leeds gas is 13d. per bath. It is unfor- 
tunate that the makers catalogue their 
geysers on a basis of a rise in temperature 
of 40° Fahr. This does not give water 
suitable for bath purposes. We have 
found on test that it is necessary to reduce 
the catalogue delivery capacity by one half 
to get a satisfactory temperature of the 
water. 

We have connected-up in the showroom, 
for demonstration purposes, two sizes of 
geysers over a bath. In addition there are 
a *‘ Lyn” boiler supplying hot water toa 
sink, a circulator supplying bath and sink, 
two small instantaneous geysers fitted to 
a lavatory basin, and a boiler supplying 
boiler water only, for tea making. We 
have a model kitchen and bathroom fitted- 
up in our showroom window, with a ser 
vice geyser fixed in the kitchen, supplying 
water to the bathroom. The bath tap'}s 
automatically turned on and off, thus de- 
monstrating the lighting up and turning 
down of the burner in the service geyser, 
which is fitted near the window so that tt 
can be seen by the public. 

It is a great advantage to have hot 
water appliances connected ready for de- 
monstration, as it convinces the public of 
the utility of these appliances, and enables 
them to decide which type of apparatus 1 
| adopt. 

The gas-heated wash-boiler is a neces 
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sity in the modern home. All new houses 
are fitted with these appliances, while we 
are constantly displacing the old coal-fired 
set-pot. Wash-boilers are supplied on cash 
or hire-purchase terms. The to-gallon size 
with copper lid, cast-iron rim, and brass 
draw-off tap we supply at 5s. per quarter ; 
the 12-gallon size at 5s. 6d. per quarter. 

A good variety of the small domestic 
appliances, such as gas irons, boiling 
rings, hotplates, grillers, toasters, &c., is 
always kept in stock ; and we have various 
connections throughout the showrooms for 
demonstrating these appliances. 

The duties of the showroom staff are 
many and varied, and a large number of 
records are kept. Applications for meters 
are entered in a duplicate book in which 
various particulars have to be recorded— 
full name and address, also the address 
where gas has been used before, and the 
number of lights and appliances likely to 
be used. This order, after particulars are 
entered, is forwarded to the meter inspec- 
tion department, for checking purposes. 
From there the order proper is sent to the 
fittings department. A special agreement 
has to be signed by applicants for slot 
meters ; this having been drawn up by the 
Town Clerk. In this the consumer agrees 
to indemnify the Corporation against any 
loss they may suffer by the breaking open 
of, or other damage to, the prepayment 
meter. After being duly signed and wit- 
nessed, this form is also sent to the meter 
inspection department, where it is checked, 
and an order is sent to the fittings depart- 
ment. The agreement is then numbered 
and filed. Another book which is kept in 
the showrooms is the ‘change of 
tenancy” book. In this we record re- 
movals and new tenancy. This is a dupli- 
cate book; and again the form is dis- 
patched to the meter inspection depart- 
ment, to be dealt with by the change in- 
spector. In addition to sales, there are the 
various complaints, inquiries, and reports 
with which to deal. 

All urgent matters, such as escapes, &c., 
are immediately telephoned by private line 
to the escapes department. 

It is essential to have good inter-depart- 
mental communications; and we have an 
efficient telephonic service throughout the 
Gas Department. A private line brings 
the showrooms in direct communication 
with the fittings department. From there, 
contact with its various sections is only a 
matter of moments, and so we are able 
to get information without delay. Nothing 
is more annoying than to be kept waiting 
any length of time while inquiries are 
being made. We have also a regular mes- 
senger service for the collection of orders, 
ke. 

All orders for appliances (cash, hire-pur- 
chase, or simple-hire) are made out in the 
showrooms in duplicate. The order con- 
‘ains a full record of the appliance fitted, 
material used, and the fitters’ time, and is 
passed to the various departments for re- 
cording purposes. 

n the case of sold orders, when the 


charge has been passed on to the 
Treasurer’s department, for collection, 


copies of the charges are sent through 


with the order number, and forwarded to 
the showrooms, and these are then 
checked with our original copy. We then 
know if any charges have been omitted. 

During the past year orders for appli- 
ances have passed through the showrooms 
as shown in the table below. 

There is one matter which I must not 
allow to pass unnoticed, though it is not 
strictly connected with showrooms. I refer 
to the sale of appliances for buildings in 
course of erection. The system which we 
have at Leeds is as follows: 

A showroom has been opened at our 
Springwell Street Depot, for the 
venience of architects and builders. Here 
has been fitted a varied selection of regis- 
ter grates, cookers, wash-boilers, 
geysers (all types), ‘‘ Lyn ”’ boilers, and 
independent coke boilers. All these appli- 
ances are connected, and ready for demon- 
stration at any time. A bath, lavatory 
basin, and sink are connected, so that a 
complete test under working conditions 
can be made. 


we 
as 


To all the gas appliances are connected 
test meters, so that the architect or builder 
can be shown exactly the amount of gas 
registered. One official deals exclusively 
with new buildings, and has been success- 
ful in persuading many builders in the city 
to visit this showroom. The early results 
so far have been satisfactory ; and we are 
hoping for larger developments in the 
near future. Some of you will know how 
difficult it is to persuade a tenant to have 
floor boards taken up in a new house, to 
instal gas fires. We therefore endeavour 
to avoid this by seeing the builder even 
before the foundations are laid. In order to 
assist us in this matter, the City Engineer 
forwards to us a complete list each month 
gf the plans that have been approved for 
new property. This enables us to keep in 
touch with the prospective builder im- 
mediately. 

It is our practice when laying mains on 
new estates to charge the builder a sum of 
£4 as a contribution to the cost of laying 
such mains. This was necessary as the 
builder did not make any arrangements 
for gas supply other than a wash-boiler. 
Certain concessions are, however, now 
being made in order to induce the builder 
to consider the uses to which gas can be 
put—that is to say, if a wash-boiler and 
gas cooker are purchased from the Cor- 
poration, and the gas cooker is the only 
means of cooking, the charge for the gas 
main will be reduced by 4,2; and if, in 
addition to the above, gas fires are fixed in 
bedrooms, and the supply run for a gas 
fire in a parlour, the gas mains are run 
free. 

We have also a large showroom devoted 
to industrial appliances, in which is fitted 
a large variety of furnaces for the heat 
treatment of metals, &c. Demonstrations 
are carried out by the Department’s own 
experts, 

Discussion, 

The CuatrMan complimented Mr. Shepherd 
on an excellent paper. 

Mr. SHAPLEY 
monstrated the 
the gas industry. 


said that the attendance de- 
the had in 


What the Leeds showrooms 


interest salesmen 
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con- | 


| lacked in size was, he thought, compensated 
by a highly efficient staff. This was shown 
by the number of appliances which had been 
put on the district in 1925, as quoted by Mr. 
Shepherd. 

Mr. L. 
herd 
pressure 
would 


Dennam (Halifax) asked Mr. Shep- 
whether they tested appliances at the 
on the district where the apparatus 
have to work or in the workshop. 
Did they tell the consumer the consumption of 
the appliances? 


Mr. A. E. Leask (Leeds) said they tested 
the appliances fully, and always stated a 
figure regarding consumption which they 


could reproduce at the consumer’s address. 

Mr, A. Wytie (Sheffield) remarked that the 
returns of the showrooms in Leeds showed 
that the organization was very efficient. 
There was, he thought, no need to be in any 
way pessimistic in regard to any form of gas 


use. Mr. Wylie said he was in favour of the 
closest possible co-operation with builders, 
and he instanced the system in operation 


whereby builders were paid a sum of money 
per point for pipes run according to specifica- 
tion. 

Mr. S. H. Packer (Bradford) said they all 
agreed that showrooms were absolutely neces- 


sary. Small undertakings should realize that 
large and expensive premises were not essen- 
tial, but that each concern should have its 
own showrooms, however small; the main 
idea being to form a permanent exhibition 


where consumers could inspect the latest ap- 
pliances. Regarding showroom staff, Mr. 
Packer said they should be tactful and cour- 
The salesman was the connecting link 
the consumer and the undertaking. 
Regarding lighting, the best way to keep gas 
lighting to the fore, and retain the lighting 
load, was by displaying and using the best 
possible fittings. Recently, they had sold 
three fittings at #712 12s. each. If one had 
not the courage to put such fittings as these 
| before the consumers, it was only a natural 
sequence that they would adopt other than 
as an illuminant As regards outside 
lighting, he thought that low pressure would 
take the place of high pressure. He would 
like to ask Mr, Shepherd if he thought that 
free maintenance for lighting was a paying 
proposition. He (Mr. Packer) did not think 
Regarding the display of shades, while 
was in favour of showcases, he did not 
think many sales would result if bead and 
silk fringes were not also shown on lighted 
fittings. Windows were to sell goods; and 
the greater the variety of the goods and of the 
display, the more sales would result. He too 
was of the opinion that furniture did not sell 
gas appliances. When these appliances were 
tastefully arranged so as to avoid overcrowd- 
ing, the best results would accrue. He advo- 
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between 
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gas 


50. 
he 





cated: the inclusion, on the staff of those 
undertakings who could afford it, of a per 
manent lady demonstrator. He did not like 
the idea of cookery demonstrations being 


given in the window, for, apart from the few 
at the front of the window, the other on- 
lookers would not be able to see properly. A 
demonstration room where people could wit- 
ness the actual cooking was by far the better 
plan, for not only could economical recipes 
be given, but much useful propaganda work 
could be accomplished. He agreed with Mr. 
Shepherd that they should work hand in hand 
with the plumbers, for by so doing they wer 
not only increasing their turnover, but mak- 
ing certain that good appliances were being 





put on the district. For price tickets, Mr. 
Packer advocated separate tickets for cash, 
hire purchase, and hire, and said that at 


times it was advisable to have a display of 
all cash prices, and at another time, all hire 
purchase. If three prices were shown, they 
were, he thought, apt to confuse the con- 
sumer. The best way to sell hot water ap- 
pliances was by practical demonstration. He 
referred to a statement made to him by Mr. 
Leask, of the Leeds Gas Department, that 
during the war he (Mr. Leask) had never 
lost an order for a furnace when once it had 
demonstrated. Th's applied to-day, 
especially with regard to café appliances ; 
and the more they could demonstrate, the 
more orders they would get. In conclusion, 
Mr. Packer asked Mr. Shepherd if they had 
fixed many coke boilers, and if they had had 
any trouble from local plumbers by so doing. 

Mr. SHEPHERD, in reply, said that, to retain 
the lighting business, it was necessary to keep 


been 








108 [SUPPLEMENT] 


GAS JOURNAL. 


[APRIL 28, 1926. 





the burners in good condition; and the ail 
sumers were not. always. able to do this. The 
Leeds Gas Department cleaned: the ene 
free, but charged for all the materials used. 

The maintenance system was, of course, an 
expense, but it was the Department’s contribu- | 
tion to the maintenance of the lighting load, 
and the expenditure was well worth while. | 
They had a number of lighting fittings. dis- 

played complete with shades, but their stock 
of shades was kept in showcases. The win- 
dow cookery demonstration had been very 
successful, and was carried out throughout 
the year. They had not yet facilities for a | 
cookery demonstration room, but there was 
no doubt this would be a matter for future 
consideration. With regard to price tickets, 
they considered it advisable to give consumers 
all the information possible; and _ therefore 
they put on the tickets the cash, hire-pur- 
chase, and simple-hire prices. A-number of | 
boilers had been fitted, with very satis- 
factory results. 

Mr. F. W. Apamson (York) did not agree 
with charging hire for fires in the winter 
quarters only. He had experience of this, but | 
found that the yearly charge was best paid 
in advance. Regarding gas fire flues, he said 
that though they were responsible for saving 
a good amount of space, he considered the 
price of flue s too high. 

Mr. J. B.: BaLmrortn favoured a free main- | 
tenance scheme, and gave his experience of | 
having made a charge of 3d. per burner per | 
visit. Out of 6000 consumers circularized, 
they had received 60 acceptances. 

The CHatrRMAN said it was not necessary to 
spend vast sums of money in building expensiv: 
showrooms. Perhaps the better plan would be 
to have’ branch showrooms, especially in a 
large town like Leeds. It would be possible 
for consumers on the out-districts to be catered 
for near their homes. ‘The strength of a chain 


of multiple shops ber: this idea. 


Mr. M. McEnnerney (Keighley) pro- | 
posed, and Mr. P. Witson seconded, a 
vo e of thanks to Mr. Shepherd, who suit- | 
ably responded. Thanks were extended to | 
the Leeds City Council and Mr. C. S. 
Shapley for the facilities granted for hold- 
ing the meeting, on the motion of the 
CHAIRMAN, greg by the Vice-Cnair- 
MAN (Mr. S. Lodge, Wakefield). 
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Bind ‘“‘ The Gas Salesman.” 
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when confronted with some 

inquiry for an apparatus suit- | 
particular purpose, do you 

wonder when it you had seen in 

‘THe Gas SALESMAN ”’ just the thing? 

But whether it was a paper read before 

one of the Circles, or a special article, 

probably you cannot recollect. A further 

handicap may be that you have failed to 

collate your copies of the ‘‘ SALESMAN.” 

All may have ready reference to informa- 

tion of this kind by annually binding | 
‘* THe Gas SALESMAN,”’ with index. There | 
is obtainable from the publishers a very 

neat cover for this purpose, at the | 
moderate cost of 2s. 6d. 


Was 





Lighting Glassware. 
The WHOLESALE FITTINGS CO., Ltd., 


23, 25 & 27, Commercial Street, London, E. 1. 








HOW TO 
DEMONSTRATE 
CONTROL OF 
GAS COOKING. 


An interesting way to 
demonstrate to the 
Public how completely 
the “ Regulo”’ controls 
the oven heat of the 
latest Radiation 
“JUNIOR” Cookers 
(“New World” patents) 
under all circumstances 
is as follows :— 


Set the “Regulo” at 
any point and light up 
the oven burner. After 
the oven has become 
heated, as indicated by 
the fact that the flames 
have become _ small, 
just open the oven 
door. In under two 
minutes the flames, 
which will have been 
small when the door 
was opened, will be 
seen gradually to ex- 
tend in length, compen- 
sating at once for the 
reduction in the tem- 
perature caused by the 
open door. 


This is the most con- 
vincing way of showing 
that gas is now easily 
the most economical 
fuel for cooking. 


Full particulars and 
illustrated booklet of 
any “JUNIOR” Gas 
Cookers sent on 
request as. below. 


Radiation 
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ARDEN HILL & CO,, Birmingham 
and London. (** Acme Junior’’), 
THE DAVIS GAS STOVE CO., Ltd., 
London and Luton. 
(** Alpine Junior’), 
FLETCHER, RUSSELL & CO., Ltd., 
Warrington and London. 
(** Kingsway Junior ’’), 
THE RICHMOND GAS STOVE & 
METER CO, Ltd., Warrington and 
London. (“ Bungalow Junior’’). 
WILSONS & MATHIESONS, Ltd., 
Leeds and London. 
(** Wilson Junior’’), 
JOHN WRIGHT & CO., Birmingham 
and London. (“* Eureka Junior ’’), 














“‘TRONCLAD ” 
GAS MANTLES 


ENTIRELY BRITISH MADE. 


LIGHTING TRADES LTD., 
51°57, Garratt Lane, London, S.W. 18. 











CLARK’S 


“FIFE” COOKER: 


A new cooker for small homes. 
Fitted with 3- burner hotplate. 


Lists and full particulars from— 


| CLARK’ S SYPHON STOVE CO., LTD., | 


164-172, Queen Victoria Street, London, E.C. 4, 


The Bland Light 
Syndicate, Ltd., 
Specialists in Gas Lighting, 


(See “‘ Salesman "’ Front page, Feb. 10). 
Showrooms and Offices: 


25, Grosvenor Place, Westminster, S.W.], 
For Goods: 16, Little Trinity Lane, E.C.4, 





The Oldest and Original Makers 
of the DRY GAS METER, 


Thomas Glover & Co., Ltd, 


Prompt Delivery—All Types— 


Prepayment, Ordinary, and 
Gas Fire Meters. 








VICTOR GAS BOILERS 


{astalled upon the “* Potterton °* System produce the 
highest ciency obtainable and ensure a satisfied 
consumer. 

Advice upon all matters relative te domestic supply 
and heating equipment gratis. 
THOMAS POTTERTON, 
Cavendish Works, Balham, London, 8&.W: 12. 
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BRITISH MADE 


AS \e HT man C 
alks “GLASGOW MANCHESTER? BIRMINGH 





Ja 


Pesbsaerra for Gas Lightill 
Heating, and Cooking. 


See Advert. on p. 137 of “JOURNAL,” April 21, 


PARKINSON’S 
“STANDARDISATION” 
Methods of Construction 
REDUCE MAINTENANCE COSTS 


—_— or-— 


GAS COOKERS GAS FIRES 


HOT - WATER APPLIANCES. 


The Parkinson Stove Co., Ltd, 


LONDON, BIRMINGHAM & GLASGOW. 
See Advertisement on p. III. centre of ‘ JOURNAL." 
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WELSBACH LIGH 


The oldest firm in the 


INCANDESCENT GAS TRADE 
and ALL BRITISH. 


co., 
Ltd, 

















Wm. SUGG & Co., Ltd., Chapter St., S.W.1. 
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